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Agents Are Hopeful 
Separation Will Not 
Injure Local Boards 


Many Producers in Excepted Cities 
Interested in Maintaining Con- 
trol of Brokerage 


VIEWS OF NATIONAL ASS’N 


Extension of Branch Offices by As- 
sociation Companies Is Not 
Generally Expected 


Local agents in the excepted cities of 
the East and West, where clearance of 
mixed agencies is being carried on by 
companies belonging to the Eastern Un- 
derwriters Association and the Western 
Underwriters Association are wondering 
to what extent local boards will be dis- 
turbed and are hoping that nothing will 
be done to upset conditions in cities 
where strong local boards exercise con- 
trol over the payment of brokerage com- 
missions. 

The president of a local board in one 
of the cities affected by the separation 
movement said to Walter H. Bennett, 
secretary-counsel of the National Asso- 
ciation of Insurance Agents, a few days 
ago: “It makes small difference to me 
whether or not my competitor across the 
street makes more or less commission 
than I do. It makes a great deal of 
difference whether or not he pays brok- 
ers or solicitors more than I can pay. 
Our local board controls the brokerage 
situation. Companies and agents abide 
by the local board rules. And when | 
say companies I mean both organization 
and non-organization companies. If 
agency clearance is going to disturb the 
orderly conduct in the business in my 
city through disruption of the local board 
it would be disastrous.” 

Agents’ Officers Speak at Two Meetings 

The National Association of Insurance 
\gents at its mid-year meeting at Louis- 
ville in March took no action on the 
Separation program of the E. U. A. The 
W. U. had not met at that time. 
However, the agents’ organization is 
definitely interested in seeing that the 
usefulness of local boards is not im- 
paired and the views of the agents were 
expressed this week by Kenneth H. Bair, 
Greensburg, Pa., member of the National 
Association executive committee, and 
Secretary-Counsel Bennett in talks be- 
lore agents’ association meetings. The 
latter, in speaking today before the Ar- 
kansas Association at Hot Springs, says: 
A company may refuse to remain in an 
agency which represents a non-organiza- 
tion company, but how under high 
leaven it can prevent that agent from 
brokering lines where he will, I do not 
know.” 

With respect to rumors that the Na 
tional Association may be expected to 
(Continued on Page 22) 
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Policy jackets, 


Policyholder died. 
had an insurance policy. 
the premium. 
ber. Six months after his death found a letter from the Company in 
which the policy number was given. 
to the Home Office. 
ing could come of it. 
course, interest from date of her husband's death, 
The policy, an Endowment, with a loan, had a twelve-year extension 
period at date of lapse. 


Independence Square 


or the policies themselves, 
monly caution the policyholder to write to the Home 
Office, or to consult the company’s representative, rather 
than to ask for information or advice from an outsider. 
An apt “motivating story,” told when pointing to the 
cautioning lines, at the delivery of the policy, may fix 
them permanently in the policyholder’s mind. From 
our files:— 


“Tell Them That!”’ 


com- 


Widow remembered that many years ago he 
And that for several years he had not paid 


Didn't know the company, and hadn't the policy num- 


WM. A. LAW, President 


PHILADELPHIA 


Skeptical, but decided to write 
Her lawyer tried to discourage her, saying noth- 
She wrote, and $800, and odd,—including, of 


quickly came of it! 


The life insurance dollar is never satisfied until it 
has found its intended owner. Tell them that! 


THE PENN MUTUAL LIFE INSURANCE CO. 

















Nationwide Prospect 
Plan Developed By 
Connecticut Mutual 


Interchanging Prospects Has Made 
Whole Organization “Pros- 
pect Conscious”’ 


FORMED PROSPECT BUREAU 


Use Family Information Cards; 
Agents’ and Home Office 
Leads New Sources 


\ new, comprehensive prospecting plan 
has been developed by the Connecticut 
Mutual Life of Hartford which has as 
one of its chief aims an interchange of 
leads on a national scale among its rep- 
resentatives. For nearly three years the 
company has been investigating and ex- 
perimenting with prospecting and now 
has formed a Prospect Service Bureau 
within the department of publications 
and under Kenilworth H. Mathus, editor 
of publications. 

There are five main activities of the 
Prospect Service Bureau. Some of thes« 
five main activities have been in use for 
some time such as direct mail and liter- 
ature leads. The others are new. Thes« 
are family information cards, agents’ 
leads and home office leads. These have 
all been tried out sufficiently to demon- 
strate their effectiveness. Co-operation 
is required of participating agents 
throughout the country. Only those who 
send in out-of-territory leads are entitled 
to receive leads from other agencies 
The whole organization, both field and 
home office, have been made “prospect 
conscious” through the plan 

How the Plan Works 

The different divisions of the Prospect 
Service Bureau are described by Kenil- 
worth H. Mathus under their separati 
headings. 

(1) Direct Mail. This was first em- 
ployed about three years ago and is a 
complete letter system operated from the 
home office and made available to the 
agent at cost. Circular letters are of- 
fered on Retirement Income, Family In- 
come and the company’s Modern Edu 
cational Trust. 

(2) Literature Leads. For some time 
the company has followed the practice of 
including inquiry blanks or coupons in its 
sales promotion material, wherever pos 
sible. In some instances the primary rea- 
son has been largely one of psychological 
effect, but more generally a desire to de- 
velop a large number of actual inquiries 

(3) Family Information Cards. Many 
new policyholders have friends or rela 
tives residing in distant cities. Realizing 
that under normal conditions an agent 
takes no interest in a_ policyholder’s 


brother if said brother happens to resid 


in a distant city, the company has de 


(Continued on Page 6) 
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| “Nr, President, it gives me. great 
pleasure to present to you the keys to 
these buildings.” 
Thus did the venerable and generous 
George F. Baker, Sr., conclude a char- 
t 


acteristically succinct formal presenta- 


physical “Graduate 
Administration” to 
University at Soldiers’ Field, 
(not Cambridge), on June 4, 
Thus did the perspicacious and 
3aker 


ten of the new 


School of Business 
Harvard 
Boston 
1927. 

prophetic George F 


inaugurate 
one of this country’s most pretentious 
| brick and mortar monuments to the 
| proposition that the professionalization 
ff commerce, finance and industry was 
And 


most 


not only plausible but possible. 
thus did Mr. Baker culminate a 
unusual campaign for funds about which 
there hangs a tale. 

Not by the president of the Univer- 
sity nor by the dean of the Busincss 
School were these funds solicited. It 
was rather by the efforts of the last 
member of the Harvard University Cor- 
poration—board of trustees—on whom 
one would believe should fall the task 
f furthering the interests of a business 


school. And, yet, at second glance and 
to those familiar with the impressive 
commercial antecedents of the man it 


really did seem reasonable that William 
Lawrence, Episcopal Bishop of the Dio- 
‘ese of Massachusetts, should have been 
the one to obtain the whole-hearted 
j inancial and moral cooperation of Mr. 
Baker. 

Bishop Quotes Banker 


For the record and uttered publicly at 
ithe dedication, Bishop Lawrence said: 
i ‘This great gift of buildings came to the 
university not at the instigation of any 
committee or person, but upon the initia- 
tive of George F. Baker himself. He 
alone had the imagination to grasp the 
conception of this enterprise.” And 
further for the record, the Bishop quoted 
Mr. Baker as having said: “If by giv- 
ing $5,000,000 T could have the privilege 
f building the whole school I should 
like to have it.” The rest is history and 
glorious history for the Harvard Busi- 
School. But, for posterity there 
would surely be enlightenment and edu- 
ation as to the ways of successful men 
could we but have a complete record of 
the conversation between the foremost 
banker and the outstanding ecclesiastical 
executive of that day. 

Ever since March, 1908, when the Cor- 
poration voted “to establish a Graduate 
School of Business Administration,” 
there had been no permanent abode for 
the experiment. President Eliot had set 
his heart upon this further step in the 
rounding of a graduate curriculum. To 
be frustrated by the lack of quarters 
was to lose sight of the real objective. 
‘0, from 1908 to 1927 the school had 
held its classes and conducted its admin- 
| Stration in and out of various buildings 
‘tattered over the length and breadth 
t the rambling and indeterminate Har- 
vard campus. 

Edwin F. Gay, first dean of the School, 
Wersaw the matriculation of the first 


tlass of fifty-nine students in October, 





ness 





1908. Then, as now, admission was re- 
stricted to those who possessed a Bache- 
lor’s degree from any “recognized col- 
lege.” And, to obtain the coveted de- 
gree of Master of Business Science a 
student should complete the prescribed 
course of study covering two years. Only 
during the war and for one year of 
the depression the number of students 
failed to increase. Excluding those hec- 
tic times, the registration has constantly 


mounted. In the year 1932-1933 there 
were 1,037 men intent upon an aca- 
demic and theoretical consideration of 


the manifold ramifications of business 
science. 


The Present Dean 


In the fall of 1919 Dean Gay resigned 
and he was succeeded by Wallace B. 
Donham, formerly vice-president of the 
Old Colony Trust Company of Boston, 
who continues as guiding executive of 
the School. He brought to his new re- 


sponsibility a practical yet singularly 
sound pedagogical point of view. He 
was immediately confronted with the 


substantial task of repairing and renoy- 
vating the curriculum in order that it 
might conform to the post-bellum re- 
quirements and in order that it might 
serve efficiently the tripled enrollment 
which descended on the Business School 
with the same lust for learning which 
characterized the horde of repatriated 
students throughout the country. 

No change was necessary in the fun- 
damental phases of the curriculum. The 
school has always expounded the theory 
that the minutae of business science was 
beyond academic consideration. Only in- 
sofar as a specific problem becomes a 
“case” treatment to prove a_ general 
theory is the faculty concerned with one 
particular phase of commerce, finance or 
industry. 

Today, first yvear men confine their 
attention to such subjects as accounting 
principles, business statistics, finance, in- 
dustrial management, and marketing. 
With such fundamental groundwork se- 
curely established, their second year is 
generally devoted to a more detailed con- 
sideration of accounting, commercial and 
investment banking, corporate manage- 
ment, foreign trade and international re- 
lations, industrial and investment man- 
agement, advertising, retail distribution, 
sales management, public utility manage- 
ment, real estate and transportation. 


The Faculty 


The faculty is composed of teachers 
rather than business men. Many of 
them have been or are engaged in busi- 
ness research. They are constantly em- 
broiled in actual, practical problems of 
the business world from which they de- 
rive the valuable material that eventual- 
lv reaches the students in the form of 
“case” instruction. As in law or medi- 
cine with business. It is impossible 
to anticipate each problem. A professor 
of surgery cannot cover the multitudin- 
ous complications of his science. Neither 
can the professor of law. No more is 
it possible for a professor of accounting 
to treat with the bookkeeping problem 
arising in the “second-shoe-store-on-the- 
right-as-you-go-down-Water - Street-in- 
Kankakee.” However, if the “second- 
shoe-store” had an accounting problem 
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which typifies a fundamental phase it 
constitutes a “case” and is so considered. 

Consequently, there are no text-books 
per se at the Harvard Business School. 
Students gather the requisite informa- 
tion from the fourteen or fifteen “case” 
books, which, although resembling texts, 
are really nothing more than guides to 
thought. The students are thus given 
a knowledge of the scope of business in 
order that they themselves may have 
some guide to their own tendencies. Or, 
as Dean Donham puts it, “They are 
taught to live, not to make a living.” 
Out of their training in the fundamentals 
of marketing, production and _ finance 
each man is expected to extract a per- 
sonal comprehension of his own adapt- 
ability and then proceed to make a liv- 
ing wage with the aid of indigenous per- 
sonal characteristics and acquired habits. 

The Loan Fund 

One of the best indications of the 
that the Harvard Business School 
“pays” is the record of its comprehen- 
sive Loan Fund. The tuition is compar- 
atively high. Six hundred dollars a year 
for matriculation, to which is added a 
normal general expense of $800, is not 
“small change” for the man who has 
already been digging into parental or 
personal reserves during four previous 
years of academic training. Of course, it 
may not be such a yank for the quali- 
fied business man who, if he “has 
reached the age of twenty-four years 
and has had at least three years of exe- 
cutive business experience,” may enter 
as a special student for the complete 
course, although he cannot receive an 
M.C.S. without the requisite Bachelor's 
degree. 

Consequently, it early behooved the 
authorities to make practical application 
of their sales theory. They solicited 
scholarship funds. Their demonstrations 
were adequate substantiation of their 
theories. .\s a matter of fact from this 
cold business point of view such acumen 
has been the keystone of the high arch 


fact 


which crowns this achievement. The 
Harvard Business School has _ never- 
well, hardly ever—been at a loss for 
financial support. The hesitancy is 


caused by a thought which will be sub- 
sequently expressed 

Scholarship funds and anonymous 
contributions from alumni and interest- 
ed people have made possible this ad- 
vanced education for innumerable boys 
who would have otherwise been without 
it. Over a period of vears $750,000 has 


come into and gone out of the Loan 
Fund, and the loss thereon stands to date 
at 2% 


Perhaps that explains the active in- 
terest in the school by such men as 
Tesse I. Straus, George Whitney, Walter 


S. Gifford, William Ziegler, Jr. Owen 
1). Young and many others. To say 
nothing of the individual scholarships 
which are sponsored in the names of 


James J. Hill, Isidor Straus, Edmund C 
Converse, Arthur L. Dickinson, Abraham 
Shuman, Frederick Sheldon and Jacob 
Wertheim. Those are names of sub- 
stance in any encyclopedia of business 
science and practice. 
Insurance Names Missing 

But where are the insurance names? 

To what may such apathy be ascribed ? 
Is it contended that insurance as such 
receives no recognition in the curricu- 
lum of the Harvard Business School ? 


DOES INSURANCE OVERLOOK a Bet at 
~ the HARVARD BUSINESS SCHOOL? 


By Ralph Sanborn 





WALLACE B. DONHAM 


Dean, Harvard School of Business 


Administration 
Is it because there is paucity of Har 
vard alumni at the peaks of insurance: 
prominence or afflucnce? Is it becaus 
this academic venture is labeled in the 


name of one specific university that their 
other loyalties might be questioned ? 


Surely, it cannot be the latte: Of 
course, Harvard College graduates pre- 
dominate the enrolment in the Business 
School. But, third to Yale’s sec 


comes Dartmouth with a high standing 
business school of its own And fourth 
is Stanford, which has the only other 
business school which restricts enrolment 
holders of Bachelor d¢ Mort 
than two hundred colleges from here, 
there and everywhere are represented 


to grecs 





Perhaps more Harvard men_ should 
have been successful in the insurance: 
busines. There’s no answer to that. But, 
if it’s contended that the curriculum 
avoids specific reference to that laud 
able vocation or profession and for that 
reason there’s little to merit financia 
co-operation, there is a real answer t 
that. It’s a very bromidic but pertinent 
question Which was first, the he 
or the egg? In the name of the sch 


Professor Malott 
est avowal of the 
financed a chair of 
installed immediately. 
recognized, The reparation is not eas 
accomplished for the source of “wher 
withal” cannot be discovered. Giver 


makes frank and hor 
fact that if it coul 

insurance 
The de 





hiciency 1s 


money and given the proper man 
conduct the department and Harvar 
Business School would 


mak«¢ the Sarit 


academic contribution to the all-inc 


sive field of insurance that it now makes 
to banking, real estate, public utilities 
or what you will 

There is no lordly ambition to produc 


j 





vouths with inflated conceptions of 
places in the insurance sun. The 

uates of this Graduate School are d 

to a mature depreciation of the anti- 
quated wheeze that “the world owes 
them a living.” Review those loan fig- 
ures again if there is doubt in 
mind as to the efficacy of their 


(Continued on Page 12) 
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Elliott with Hancock 
As General Solicitor 


LEAVES AM. LIFE CONVENTION 
Judge Byron K. ~ Elliott, Formerly on 
Indiana Bench, Comes of 
Family of Jurists 


The John Hancock Mutual Life has 
appointed Byron K. Elliott general so- 
licitor in the law department of the com- 
pany. The head of the law department 
is Vice-President and General Counsel 


sl 





ELLIOTT 


Cox. The appointment is ef- 
fective July 2. The position is a new one 
and does not affect other officers 

Since September, 1929, Judge Elliott 
has been manager and general counsel of 
the American Life Convention and has 
acquired a large acquaintance through- 
out the country among insurance men 
and state insurance officials. He has an 
attractive personality and is in demand 
as a speaker. 

Judge Elliott was elected to the In- 
diana Superior Court bench in 1926, hav- 
ing previously served as assistant attor- 
ney general of the state. He was born 
in Indianapolis May 5, 1899. He received 
his A.B. degree from Indiana University 
in 1920 after serving in the World War 
as a lieutenant of coast artillery. He 
is a graduate of the Harvard Law School, 
class of 1923, and entered the practice 
of law with his father, Wiiliam F. 
Elliott, in Indianapolis. 

Judge Elliott comes of 
family with strong family traditions af- 
filiated with the law. His father and 
grandfather were the authors of Elliott’s 
“Works of the Advocate,” “Appellate 
Procedure,” and “General Practice.” He 
collaborated on the following legal 
works, “Elliott on Contracts,” “Elliott on 
Railroads,” and “Elliott on Roads and 
Streets.” 

Having 
fields, Judge 


BYRON K. 
Guy W. 


an old Indiana 


wide connections in different 
Elliott is a member of a 
large number of clubs, social, legal and 
business organizations in Indiana, St. 


Louis and Washington, D. C. 


MANAGER IN CHICAGO 

Donald J. Cranston has been appointed 
manager for the Fidelity Mutual, in Chi- 
cago. This is the Fidelity’s second agen- 
cy in that city. 

Mr. Cranston is a graduate of Wabash 
College and has had nearly thirteen 
years of successful field work, with the 
Equitable Life in Chicago, and more re- 
cently was assistant manager in the Ker- 
ber Agency there. 





NAT’L ASS’N MEMBERSHIP 


Membership in the National Association 
of Life Underwriters at the end of April 
was ahead of the figure for the same 
time last year, it has been announced. 















sant ig 
THE EASTERN 
—! UNDERWRITER = 




















A Pleasing 
Agency Service 


FOR SURPLUS AND 
INDEPENDENT WRITERS 


Prompt Attention 


Whether you telephone or call in person, 
you will always find a member of our Staff 
ready to serve you. You will like our prompt- 
ness on preliminary inquiries. 


Competent Assistance 


If you desire assistance in making up illus- 
trations or in placing your cases, we shall 
be very glad to help you. 


Efficient Recording 


You will find our Cashier’s Department 
both efficient and courteous. Commissions 
are paid promptly. There is no restriction 
of commissions based on volume or age. 


Careful Follow Through 


You will find us ready to act intelligently 
and promptly on all your business. Both 
agents and brokers are protected on their 
policyholders. Regular daily telephone com- 
munication with the Home Office is one 
feature of our Agency service. 


Brokerage Manager: Harotp H. Moore 
Production Manager: WuHeeE.er H. Kino, c.1.u. 


Office Manager: F.A. B.S 


STANTON 


ALLEN & SCHMIDT 


EDWARD W. ALLEN + H. ARTHUR SCHMIDT 


New England Mutual Life Insurance Company 
of Boston 


217 BROADWAY, NEW YORK 
CORTLANDT 


TELEPHONE: -3873 
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Fraternals to Start 7 
Institutional Ads 


ASSOCIATION SIGNS CONTRACT 





$300,000 Annual Expenditure Planned; 
Societies Must Qualify to 
Join Program 

Fraternal advertising on a nation-wide 
institutional basis is being prepared as q 
result of a meeting in Chicago at which 
a contract was signed between the So. 
ciety for Advancement of Legal Reserye 
Fraternal Life Insurance and Pettinger. 
LaGrange, Inc., of Indianapolis. 

Final details of the advertising cam- 
paign were approved at the meeting and 
Pettinger-LaGrange Inc. was instructed 
to prepare a printed brochure of the ad- 
vertising plans and submit it to the prin- 
cipal executives of each legal reserve 
fraternal life insurance society in the 
United States and Canada. Enough s0- 
cieties have pledged themselves to the 
program to make it possible, according 
to Fraternal Monitor. 

Standards have been set up for s0- 
cieties desiring to become participating 
members of the program. These stand- 
ards are: 

The society must be 100% solvent. 

The society must be charging adequate 
rates. 

The society must be using a Mortality 
Table recognized by law. 

If the society is experiencing a mor- 
tality of 100% or more, a special investi- 
gation is to be made. . 





\t the request of any member of the| 


executive committee, or any director of 
the corporation, a special investigation 
miay be made of any society, even though 
it meets the above requirements. 


To Start in Fall 


It is planned that an advertising pro- 


gram of approximately $300,000 per year 7 


launched in the early Fall, and 
the executive committee appointed by 
the board of directors is at this time 
working on plans for the selection of the 
type of advertising media which will be 
used in the campaign. George O. Browne 
of Indianapolis was made manager of the 
new organization and will assist Presi- 
dent John C. Snyder. The officers of the 
new organization are being set up in 
Indianapolis, selected because of its cen- 
tralized location. 

It was also the decision of the board 
of directors that each subscribing mem- 
ber’s name would be carried in each ad- 
vertisement, so as to identify these sub- 
scribing members as participants in this 
publicity and advertising program. 

The Society for Advancement of Legal 
Reserve Fraternal Life Insurance was 
organized by a committee of the Na- 


will be 


tional Fraternal Congress in order to 
create a separate body that would 
handle the advertising campaign. Presi- 


dent of the society is 
3en Hur Life Association, who was 
chairman of the original committee. 





EXTENDS SALARY SAVINGS 





Connecticut Mutual to Write Two Forms 
on Qualified Business Firms 
in Its Territory 
The Connecticut Mutual Life, which 
has been writing salary savings since} 
early in this year on a few carefully se 
lected business firms, has extended its 
salary savings service to firms of onl 
fied type anywhere in the United States 
where the Connecticut Mutual operates. 
The company 
salary continuance and 
come. 


retirement 1 


ing issued including instructions (0 
agents, material to explain the plan 10 
the employer, a_ small leaflet, a 
Through the Salary Savings Plan,” 
be distributed among employes, ail 
dramatized photography poster which 
the employer can display on his bulletin 
boards. 


John C. Snryder,| 


is writing two plans-f 


A complete set of sales training 
and sales promotion material is now be-} 


ey 
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TIMES ARE CHANGING 


he Optimist believes that business is improving; the Pessimist 


would have us believe it never will. 


The business of our Agency is derived almost entirely from our 
own agents, and from full time agents of many other companies 
who entrust their surplus business to us. Therefore, the gain, 
month after month, in the production of this Agency would indicate 


that conditions are very much better. 


We have always felt certain that the full time Life Underwriter 
would be among the first to profit by an upward trend in business; 
and now we find that the greatest measure of success is going, as it 
always has, to the real worker who strives to make the most of the 


opportunities that better business conditions present. 


This Agency has always believed in the future of the full time 
Life Insurance Agent. The trend of the times is toward specializa- 
tion, and we are now more sold than ever on the principle of full 


time Life Insurance Agents for the Life Insurance business. 





y 
General Agent. 


MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 


CHASE NATIONAL BANK BUILDING 
20 PINE STREET NEW YORK, N. Y. 


“THE AGENCY FOR FULL TIME AGENTS” 























Lincoln Nat’ Figures 
Telephoned by Hall 


SPECIAL HOOK-UP ON BIRTHDAY 
Paid-for Business Equal to Early Days 
of 1929, Ahead of Last Year by 
65%, Agents Are Informed 
Arthur F. Hall, president of the Lin 
coln National Life, in addressing th 
company’s agents over a telephone hook 
up last Friday informed them that th« 
Lincoln National Life’s business for thx 
first quarter of the year was equal to 
1929 production in that period and that 
paid new business in the first four 
months was 66% ahead of last year. A 
tiation-wide hook-up carried Mr. Hall’s 
message to twenty-eight cities wher« 

meetings were held to hear the talk 

“The company,” he said, “increased its 
surplus by $273,000 and its cash and mar 
ketable securities by $1,850,000 between 
December 31, 1933 and March 31, 1934 
Cash premium income during the first 
quarter has been exceeded only once or 
twice in the company’s history. The de- 
mand for policy loans and surrenders 
shows a decrease of 60% and is again 
normal. In this period also was noted a 
20% increase in interest collections on 
mortgage loans. A similar improvement 
has been made in every other depart- 
ment of our business.” 

Mr. Hall said that he felt these results 
indicated a definite upward trend on the 
part of all business. 

Vice-President A. L. Dern closed the 
broadcast with an appeal concerning the 
drive which the company was holding 
that day in honor of Mr. Hall’s birthday 


Mrs. Laura Rosen’s “Me Or 
Somebody Else” Gets Sales 


Mrs. Laura D. Rosen of the Ralph G. 
Engelsman agency, Penn Mutual Life in 
New York, is a new agent who is mak- 
ing good. She was among the speakers 
at the third anniversary of the Sophia 
Bliven Women’s Unit of the John A 
Stevenson agency in Philadelphia, and 
explained that her technique is to put 
across the idea, “Buy from me or buy 
from someone else, but get it! That is 
my chief concern.” The usual result is 
that the prospect buys from her in part 
if not in whole. 

As an illustration Mrs. Rosen told this 
story at Philadelphia: 

“When I was building up the idea of 
a retirement income a woman said ‘Tt is 
certainly a good idea, but you see my 
brother is in the business.’ 

“T said, ‘Well, then, he surely has been 
telling you about the importance of this 
plan, and please know that, regardless 
of how much he has told you, it is even 
more wonderful than that. Now, there 
must be two reasons why yor have not 
started this plan—either you don’t want 
your family to know all about your busi- 
ness, or else you are not taking him 
seriously. Please remember, when you 
are 50 or 55 and want an income, the 
fact that your brother was in the insur- 
ance business will not pay your bills 
Now please do something about this. I 
don’t care whether you do it through 





your brother or through me, but for 
goodness sake buy it!’ ; 
“A week after that this woman 


’phoned and asked me to call. She said, 
‘Well, I decided to take action on this 
annuity idea. I bought half from my 
brother, and here’s a check to start the 


other half with you.” 





MANAGEMENT HEADS TO MEET 

W. J. Graham, vice-president of the 
Equitable Life Assurance Society, and 
president of the American Management 
Society, will open the general manage- 
ment conference to be held at the Hotel 
Pennsylvania in New York May 24 and 
25. P. D. Betterley of Worcester, Mass., 
assistant treasurer of the Graton & 
Knight Co., will speak on buying insur- 


ance policies. The other speakers wiJl not 
be insurance men. 


Ape worrwermer Gatos 


N. Y. State Ass’n Re-elects 


Officers; Rochester Congress 
the N« York 
Life Underwriters 

elected its entire slate of officers for 
a second term at the meeting held in 
Rochester last week. The officers are 
Frank Wenner, Provident Mutual, Utica, 


Following its 
State Association of 


custom 


president; Clancy D. Connell, Provident 
Mutual, New York City, vice-president; 
John O. Wintsch, Phoenix Mutual, Syra- 
cuse, secretary-treasurer. 

There were 1,200 at the sales congress 
session held Friday. Speakers were C 
Vivian Anderson, president of the Na- 
tional Association, and Alexander Pat- 
terson, third vice-president, who are 
touring about the country; Clifford T. 
McMillen, Northwestern Mutual general 


agent in New York City; Arthur V. 
Youngman, DeLong agency, Mutual Ben- 
efit in New York City, and A. R. Jaqua 
Mayor Charles Stanton welcomed the 
delegates 

It was the annual 


association’s tenth 


as held at Oak Hill 


meeting \ dinner w 
Country Club Thursday night after the 
business ssion 


FRIEDLANDER JOINS FRIED 

William Friedlander has joined the 
Isadore Fried agency of the New Eng- 
land Mutual Life in New York as agency 
supervisor. He has been in the life in- 
surance field for eleven years, as assis- 
tant district manager for the John Han- 
cock and laterly with the Leo D. Landau 
agency of the Guardian Life as agency 
supervisor He will work exclusively 
with the full-time organization 





E. C. ANDERSEN TALKS IN TEXAS 
Edward C. Andersen, educational di- 
rector for the Connecticut Mutual Life, 
addresses the fourth annual Southwest- 
ern Sales Managers Conference at Fort 
Worth, Texas, today, his subject being 
“Controlling the Salesman’s Time.” 
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FIRST POLICY ISSUED 


FEBRUARY L 


The Mutual Sele 


Insurance Gompany of New York 


pavio F. HOUSTON Precedent 
tnviles anyone considering engaging 
tnimiance 
caucr lo communicate with one of 
ls manages or 
Use President and Manager of Agencies 
34 Nassau Slee Naw York Cty 


HAVE YOU SEEN “A CAREER IN LIFE INSURANCE*? JUST PUBLISHED, SEND FOR YOUR COPY 
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ANNUITANT DIES AT 101 

Henry L. Hayward of Attleboro, 
\lass., an annuitant of the Mutual Life 
of New York who died recently at th 
age of 101, took out his first annuity with 
the company at age 76 and his second 
at 90. Under the first contract he re- 
ceived $2,051 more than his purchase 
price; under the second $1,075 more than 
the purchase. He was born eleven years 
before the Mutual Life began business, 
although the Mutual was the first Amer- 
ican company. 


COOLIDGE TALKS IN PHILA. 
Robert B. Coolidge, assistant superin- 
tendent of agencies of the Aetna Life, 
addressed the Philadelphia Association 
of Life Underwriters at the Bellevue- 
Stratford vesterday noon. 











AN UNUSUAL 





OPPORTUNITY 
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One of the large successful general agencies 
in New York City has an unusual opportunity 
for a Supervisor or Agency Assistant whose 
chief duty would be the induction of 
additional high calibre agents into this 
still growing organization. He would not be 


required to train them. 


Compensation on a salary and contingency 


If interested and you feel you have the re- 
quirements for this position, write in strict 


The Eastern Underwriter, 
94 Fulton St. New York 


Box 1244, 

















Prospect Plan 


(Continued from Page 1) 


vised what is known as Family Informa- 
tion Cards. One of these is filled out 
every time a policy is delivered. 

If the policyholder’s relatives are all 
near by the agent naturally follows up 


these leads himself; if out of his terri-| 


tory, his general agent sends them to the 
Prospect Service Bureau at the home of. 
fice, where they are recorded and at once 
forwarded to the proper general agency 
in the distant territory. ; 

At the start of the year, when the plan 
was first inaugurated, a two months’ con- 
test was held to honor the agency sub- 





mitting the largest number of out-of-| 


territory leads. The Cleveland agency 
came out on top, with an average of 2387 
leads submitted by each full-time man. 

(4) Agents’ Leads. A still further de- 
velopment of the Prospect Service Bu- 
reau has been to distribute among its 
agents an adaptation of the Family In- 
formation Card so that personal ac. 
quaintances of the agents themselves ri 
siding in distant cities may still b 
brought under the Connecticut Mutua 
banner. 

Each agent has been furnished fi 
cards which he is submitting to the hom 
office after filling in the names, addresses 
and other data on out-of-territory pros- 
pects of the following types: 

(a) Someone 


with whom the agen 
went to school in another city. 
(b) Someone who used to live neat 
him but has moved away. 
(c) Business acquaintances in other 


cities. 


(d) Relatives of agent or his wife - 


ing elsewhere. 

_ (e) Individuals in distant cities belong- 

ing to same organization as the agent. 
(5) Home Office Leads. The latest 

plan, due for adoption in the near future 


is to use an adaptation of the Agents) 


Lead Cards (Number 4) among all mem: 
bers of the home office staff. 
(6) Miscellaneous. 


ice Bureau a “prospect consciousness 
has developed at the home office which 
is also productive of results, no oppor 
tunity being missed to forward anything 
that looks like a good lead to the prope! 
general agency. 

Individual pieces of literature have re 
turned as many as 8,000 and 23,000 it- 
quiries, respectively, while’ many others 
circulated consistently, result in a stead 
flow of inquiries every day. The actwa 
commission value of such leads receive’ 
ranges from an average of &9 cents 0 
one booklet to $141.66 average on a kook 
let of an entirely different nature. This 
variance depends on the type of instr 
ance need appealed to, the care used it 
the original selection of the list and the 
effectiveness of the agents’ follow-up. 
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: lan, In addition to the} 
five main activities of the Prospect Serv} 
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k ROM an Agency standpoint, it would seem 
that one of the most effective answers to this 
question, “What is this Planned Estate?”, would 


be a brief summary of just what it has done for one 
of the Home Life Agencies, specifically : 

This Agency shows a gain in new paid business 
thus far this year of 55 per cent. 

It has had a 40 per cent increase in the number 
of Agents actively contributing to production. 

Yet it actually has 15 per cent fewer men under 


contract this year. 





It has increased the average sized policy by 65 per 
cent, and this is not because of a few large sales, 


but because the actual average sale has increased. 


What is especially important and interesting is the 
fact that it has reduced its “not taken” policy total 


from 15 per cent to practically zero. 


That Agency is doing a 100 per cent job on 
Planned Estates—and the results tell the story of 


what it is doing for them. 


If you wish a copy of the booklet ‘Planned 
Estates” write to Cecil C. Fulton, Jr., Super- 
intendent of Agencies 


256 BROADWAY, NEW YORK, N. Y. 


ETHELBERT IDE LOW 
Chairman of the Board 


HOME LIFE INSURANCE COMPANY 


JAMES A. FULTON 


President 
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M. rt vera Slime 
Early 1934 Experience 


BOND AMORTIZATION RIGHT 
Recent Rise in Values Demonstrates 
Strength of Insurance Long-Pull Po- 
sition; Heavy Cash Repayments 
of using amortized val- 
ues for bonds in annual statements has 
been demonstrated by the rise in bond 
prices oe recent months, according 
to M. Linton, president of the Provi- 
dent Fate Life. During the dark days 
of the depression there were a few crit- 


The propriety 


ics who did not approve of the use of 
the higher values, but the life insurance 
company viewpoint that the low value 


was not a permanent value has been defi- 
nitely shown. Bonds, excluding govern- 
ments, that were at one time in 1932 20% 


below the amortized value have now 
come within 2% of that figure. How- 
ever, if the bonds should rise above that 


companies will continue the 
amortized figure and not take credit for 
increase in market value, instead pre- 
serving a non-fluctuating value. 

Mr. Linton spoke last week at a lunch- 
con meeting of the Tunmore agency in 
New York, other speakers being Vash 
Young, Equitable Society agent, who is 
an author of best-selling books of ad- 
and Warren E. Diefendorf, manager 


line the 


vice, 
in Brooklyn for the Mutual Life of New 
York 
Real Estate Charge-Offs 
The Provident Mutual has made many 


real estate charge-offs, he said, as it fig- 
ures that while real estate may or may 
not eventually come back to previous 
high marks, it will not snap back within 
the year. By charging off certain real 
estate items future difficulties in balanc- 
ing accounts will be avoided, and if real 
estate does come back eventually, as Mr. 
Linton believes it will, then the amount 
can be returned to surplus. 

By building absolutely solid and not 
assuming that there will be no capital 
the Provident Mutual is guarding 
against any eventual difficulty from this 
source, said Mr. Linton. 

The increase in assets of the 
during the past four months has been 
great, Mr. Linton remarked. Cash and 
loan figures are down almost to the early 
1929 figure and there have been heavy 


loss 


company 


repayments of loans in cash. Mortality 
is slightly up, due to an increase in 
deaths due to circulatory diseases. Sui- 


the leading cause of claims last year, 
has dropped far down. Only about half 
as much business is running off the 
books as last year this time. 


cide a 


General American Pays Off 
All Mo. State R.F.C. Loans 


The General American Life Insurance 
Company of St. Louis, Mo., on May 10 
paid the last instalment of $728,047 due 
on the $7,163,958 Reconstruction Finance 
Corporation loan and bank debts that 
the company assumed when it took over 
the assets and certain liabilities of the 
\lissouri State Life on September 8 last. 

The check was drawn on the First Na- 
tional Bank in St. Louis for “purchase 
of Federal Reserve exchange payable to 
the order of the Reconstruction Finance 
Corporation for full payment of balance 


collateral loans and interest to date.” 
Prior to the liquidation in full of the 
R.F.C. loan the General American Life 


had paid off $1,718,117 in bank debts it 
took over from the Missouri State Life 


Louprette Made Production 
Manager for Warner Agency 


Wm. J. Louprette has joined the 
Stuart D. Warner Agency of the New 
England Mutual Life at 25 West 43rd 
Street as production manager Mr. 


Louprette has been a large personal pro 
ducer for some years past with the J. C. 
McNamara Organization. He also had 
supervision over their brokerage busi- 
ness. 
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Frank T. Partridge Fifty 
Years With New England 


On May 12 Frank T. Partridge, 
president and secretary of the New Eng- 
land Mutual Life, had completed fifty 
years of service with the company, hav- 


vice- 


ing entered its employ as a messenger 


boy on that date in 1884. Mr. Partridge 
received many congratulatory messages 
both from the field and home office. 


President George Willard Smith present- 
ed him with a watch on behalf of his 
associate officers. He also received the 
company medal of gold and silver in rec- 
ognition of his fifty years of service. 
Edward W. Allen, general agent in New 
York, presented to him on behalf of the 
general agents a silver tea and coffee 
service on the salver of which all their 
names were engraved. 

After serving the company in various 
capacities Mr. Partridge was made as- 
sistant secretary in 1914 and secretary 
in 1922. In January, 193C, he was elected 
vice-president as well as secretary. Mr. 
Partridge married Edith Stevens, daugh- 
ter of Horace H. Stevens, brother of the 
second vice-president of the company, 
Benjamin F. Stevens. They have four 
children, all of whom are married. 


MISSOURI ASS’N OFFICERS 

V. Weber Wiedemann, manager in 
Kansas City for the Sun Life of Canada, 
was elected president of the Missouri 
Association of Life Underwriters at the 
state meeting of that association held at 
the Kentwood Arms Hotel, Springfield. 
He succeeds Chester O. Fischer, general 
agent in St. Louis for the Massachusetts 
Mutual Life. 

Other officers named are: First vice- 
president, George Hackmann, special 
agent in Jefferson City for the Guardian 
Life; second vice-president, Otho R. Mc- 
Atee, Springfield; secretary-treasurer, 
James G. Callahan, manager Forest Park 
branch Metropolitan Life in St. Louis. 





GUARDIAN LIFE 


NEWS 


ABOUT THE NEW 
SINGLE PREMIUM 
SPECIAL INCOME ANNUITY 


Evansville, Indiana:— 








50 UNION SQUARE 
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To The Guardian’s attractive Special Income Annuity con- 
tracts (for which there has been no increase in rates) has 
been added a Single Premium Special Income Annuity! 
reception by the Guardian field is typified in the comment of 
Louis B. Levi, Co-Manager, LEVI BROTHERS AGENCY, 


“This new Annuity is just what we need today! 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Established 


The Five Star 





with this plan which provides: 


Annuity appeals today. 


Field men 


of THE LINCOLN NATIONAL LIFE INSURANCE 


COMPANY of Fort Wayne, Indiana, arouse interes 


Retirement income when 


wanted—life insurance when needed—cash options—and pre- 


ferred rates. * * se 





ACACIA’S GREATEST INCOME 

Business in force of the Acacia Mu- 
tual Life increased $685,540 during the 
first four months of 1934, compared with 
a drop during the first four months of 
1933. New production was $14,097,690; 
lapses were reduced 27%. President 
William Montgomery announced that in- 
come of the company was the largest in 
its history for the same period of four 
months, 





LIBRARIANS’ CONVENTION 

The insurance group of the Special Li- 
braries Association at the convention of 
that association in New York will hear 
John Marshall Holcombe, manager Life 
Insurance Sales Research Bureau, and 
Edward R. Hardy, secretary Insurance 
Institute of America, after luncheon at 
the Metropolitan Life Building on June 
21. The insurance group will hold its 
business meeting June 22. 
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April Business 26% Greater 
Than Same Month Last Year 


New life insurance production in April 
made the most favor able showing of any 
month thus far this year. The Apri! 
volume was 26.4% greater than in April 
of 1933, while the cumulative total for 
the first four months of this year 
showed an increase of 16.1% over the 


amount for the corresponding period a 
year ago, according to the compilation 
of the Association of Life Insurance 


Presidents. 

For April the total new business of all 
classes written by the forty-two compan- 
reporting was $794,495,000 against 
$628,778,000 during April of 1933, an in- 
crease of 26.4%. All classes contributed 
to the increase, the report shows. New 
Ordinary insurance amounted 
915,000 against $423,605,000, an increase 
of 20.8%. Industrial insurance amounted 
to $220,366,000 against $183,462,000, an in- 
crease of 20.1%. Group insurance was 
$62,214,000 against $21,711,000, an increase 
of 186.6%. 


1¢s 


MAECHTEL WITH KNIGHT AGCY. 

Raymond S. Maechtel, who has a wide 
acquaintance in the brokerage field and 
ten years’ experience in agency work, 
has joined the Charles B. Knight Agency 
of the Union Central Life in New York. 
Mr. Maechtel is a graduate of Ohio 
State University and was awarded the 
C.L.U. degree in 1931. 


LOWERS AGE LIMIT 

The National Life of Vermont has ex- 
tended its minimum age for insurance on 
girls to 10 vears. Girls under 15 - 
not previously been insurable in the Na- 
tional Life but hereafter the company 
will offer ordinary life and endowment 
forms on girls from 10 to 14 years, not 
exceeding $5,000. 


CRAVENS LOUISVILLE MAAGS 
C. T. Cravens, formerly Louisville ge 
eral agent for the National Life of Ver. 
mont, has been appointed agency man- 
ager for the Equitable Life of 
there. W. F. Goodell, former general 
agent, will remain as associate manager 
The change was made at his request. 


RETIRES AFTER 46 YEARS 


M. A. Skinner, manager for the Equi 


table Life of D. C. in the city of Wash- 
ington, retired on May 1, his forty-sixth 
anniversary with the company. A tes 


timonial dinner was given to him by the 
company last Saturday. The organiza 
tion was known as the Equitable Endow- 
ment Association when he joined it. 


HERZOG 50 YEARS WITH co. 
John Herzog, Mutual Benefit Life in 
Buffalo, has been with the company for 


fiftv vears, having started as an offer 
boy when he left school in 1884. At that 
time the agency was for the states 0 
New York and Vermont. He is now of 


fice supervisor under general agent Cla} 
Hamlin. 
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Con Mu Topics 


FRIENDS: Somebody sells your friends 


their life insurance. 
* * * 


FEW WIDOWS REMARRY: Only three 
out of ten widows between ages 21 and 
95 ever remarry and only two out of fif- 
teen between 31 and 35 remarry, reports 
the National Council on Compensation 
Insurance. This seems to contradict pop- 
ular opinion, and demonstrates once more 


the need for adequate iife insurance pro- 


tection. 
* * * 


DEAD-WOOD: Gardeners, if they want 
their gardens to flourish with beautiful 
flowers, should spend some of the time 
pulling weeds. Clean out your prospect 
file, leaving only those who, with proper 
cultivation, will develop into a choice bou- 


t. 
- * * * 


| A DOLLAR A MINUTE: Men and women 


have bought life insurance amounting to 
approximately $900,000,000 in The Con- 
necticut Mutual. Were this money paid 
out at the rate of one dollar a minute, 
every minute of the working day, it would 
take 6,944 years and 120 days before the 
last dollar was paid. This large amount of 
protection will some day lighten the bur- 
dens of many thousands of dependents. 
* * * 
MARRIAGE VOWS: Archaic, is the 
opinion of a noted economics professor, 
in regard to our marriage vows; the state- 
ment to cherish and care for the woman 
“until death do us part'’ is not enough. 
It should read, he says, ‘while and after 
both or either lives." 
x * * 

NEARLY A MILLION: Nearly one mil- 
lion dollars was paid to annuitants by The 
Connecticut Mutual last year. This is an 
increase of about 50%, over the previous 


year. 
* * * 


COORDINATION: All Connecticut Mu- 
tual sales promotion literature has now 
been coordinated and concentrated into 
two loose-leaf volumes, for ready refer- 


ence by agents and general agents. 
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“Down Through the Decades with the Connecticut Mutual” 








The first battle 


between iron- 


1856-66 led ako 
The Connecticut - a . a 
Mutual's erween Te 


Monitor and the 
Merrimac on 


March 9, 1862 


Second Decade 








Only a sound company could have survived this decade. Industry and 
trade expanded too rapidly for healthy organization. An unstable bank- 
ing system, with a defective currency, collapsed in the panic of 1856-58. 
Upon the heels of panic came civil war. So forcibly during the war was 
the value and the inherent safety of legal reserve life insurance brought 
to the nation's attention, that life insurance sales increased 50°/, annually 
for a few years after 1865. Through the difficulties naturally arising out 
of panic and war, The Connecticut Mutual came unharmed, growing to 


pre-eminent size and strength. 


The conservative New England management of the Company is reflected 
in a statement from the report of its President for the last two years of 
the decade: "The amount of business done by the Company has been 
far larger than was ever done by any life insurance company in the world 
. .. Not only has the material progress of the Company been remarkable 
but progress in improvement has not been lost sight of. The Company 
has always been cautious in the adoption of new and untried measures... 
Conservatism has not, however . . . been maintained at the expense of 


enterprise." 


Today, increasing premium income is indicative of the confidence of its 
policyholders. 


THECONNECTICUT MUTUAL ERR 
LIFE -INSURANCE@ 
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MUTUAL LIFE Completes Half 


at 


The Mutual Life Insurance Co. com- 
pletes this month fifty years’ occupancy 
of its home office building at 34 Nas- 
sau Street, New York. This building is 
one of the few in existence continuously 
occupied by the same company for half 
a century and still completely modern 
in its business appointments. 

The Mutual Life issued its first policy 
in 1843 and thus began its career as the 
first American life insurance company to 
write business. It was then located at 
44 (now 56) Wall Street, the present site 
of the Bank of New York & Trust Co. 

The land at 34 Nassau Street extend- 
ing the entire block on Nassau Street 
from Liberty to Cedar Streets and 111 
feet on Cedar Street and 116 feet on 
Liberty Street, was purchased by the 
Mutual Life in 1882. It had been the 
site of the United States Post Office 
from 1845 until 1875. In 1882 the Gov- 
ernment having moved the Post Office 
to its present, then new, quarters in City 


Hall Park, sold its Nassau Street land 
to the Mutual Life at auction for 
$650,000. 


Interesting Early History of Site 

For nearly 250 years this land had been 
continuously changing hands. The Post 
Office had occupied it since 1845. Be- 
fore that it was the site of the “new” 
or Middle Dutch Church erected there in 
1727. Nassau Street was then Kipp 
Street, Liberty Street was Crown Street, 
and Cedar Street was Queen Street. It 
was from the belfry of this church that 
Benjamin Franklin is said to have con- 
ducted his experiments in electricity. 

This was the church which was later 
to be occupied by the British (1775), then 
used as a prison and subsequently as a 
riding school to train dragoon horses. 
It was rededicated in 1790 and continued 
as a house of worship until 1840, when 
business and commerce forced the con- 
gregation to seek quarters elsewhere and 
it was leased for the Post Office and 
later purchased by the Government. The 
church is said to have purchased the 
plot in 1725 for 575 pounds. It was 
originally a part of a grant by William 
Kiefft, Dutch Governor of the province 
in 1644, to Jan Jensen Damen, which was 
included in a plantation just outside the 
stockade erected by the early Dutch set- 
tlers north of the present line of Wall 
Street. The entire plot, of which the 
present Mutual Life site is a part, is said 
to have been first sold in 1675 for one 
hundred pounds in “beaver, New Eng- 
land money or goods equivalent.” 


Gov. DeWitt Clinton’s Relative 
Architect 


The original Mutual Life Building, to 
which additions were made in later years, 
was designed by Charles W. Clinton, 
architect, great-nephew of the famous 
Governor DeWitt Clinton, who also de- 
signed the present 7lst Regiment Ar- 
mory and many other buildings erected 
in the financial district. Mr. Clinton’s 
firm afterwards became Clinton & 
Russell. This firm designed the more 
recent Cedar and Liberty Street exten- 
sions of the Mutual Life and is at pres- 
ent Clinton & Russell, Holton & George, 
architects for 60 Wall Tower, the Hud- 


Terminal Buildings and the Hotel 
Astor. 

It was Mr. Clinton’s idea to make the 
Mutual Life Building of such a style and 
character that it should be a central part 
of what would be destined to become an 
“insurance center.” The gradual con- 
version of the William and Nassau 


son 


34 Nassau Street, New 


adjoining it on the east with a frontage 
of 71% feet. 

In 1892 another addition was erected 
at No. 32 Liberty Street, also adjoining 
the old building. This was fifteen sto- 
ries high above the sidewalk, with base- 
ment and cellar. 

Again in 1900, to be completed in 1902, 





Originally Old Middle Dutch Church at Nassau and Cedar Streets Later Became 
New York Post Office 

influenced President Winston in 

The office in which Mr. Winston started business 

forty years earlier is in right foreground on Cedar Street. 


From an old wood cut which is said to have 


company ’s purchase of property. 


Street section of the city into such a 
center has more than borne out this an- 
ticipation. 

Interesting Facts About the Building 


It is interesting to note from the rec- 
ords that in the construction of the origi- 
nal building no contractor was employed. 
The Mutual Life contracted for the pur- 
chase of the materials, but paid for the 
labor “direct” on a “day’s work” basis. 
Frederick S. Winston, who had been 
president of the Mutual Life for thirty 
years, or since 1853, is said to have given 
his personal supervision to every step in 
the erection of the building. “Early in 
the morning, rain, snow or shine,” the 
old reports state “the venerable but ac- 
tive president was on hand—up ladders 
and down ladders, seeing that the work 
was faithfully done and that there was 
neither waste of time nor material.” 

At the time of completion of the build- 
ing in 1884, the Mutual Life did not oc- 
cupy the entire structure, but leased a 
part of it to certain selected tenants who 
recognized its central location as highly 
desirable. Among these were the New 
York Chamber of Commerce, Kuhn, Loeb 
& Co., the Consolidated Electric Light 
Co., the Denver & Rio Grande West- 
crn Railroad, the International Bell Tele- 
phone Co., the United States Mortgage 
“o., Colorado Coal & Iron Co., Mexican 
National Railway, a number of law firms 
and insurance brokerage companies, as 
well as Mr. Clinton, the company’s archi- 
tect. 

By 1888 the Mutual Life had so out- 
grown the space allotted for its own use 
that an addition to the original build- 
ing was erected at No. 59 Cedar Street 


was erected the section of the Mutual 
Life Building running from 18 to 26 Lib- 
erty Street and extending through to 51- 
55 Cedar Street, also fifteen stories high. 
At about this time a system of interior 
corridors on the ground floor was 
planned and installed, connecting all the 
Mutual Life buildings in a group. Later 
during the same period, the Mutual Life 
acquired the Stokes Building, Nos. 45 to 
49 Cedar Street, as well as the building 
at the corner of William Street (No. 43 
Cedar Street) and these were so recon- 
structed as to link together what is prac- 
ucally an entire block of buildings as 
the home office of the company. 

While architects generally agree that 
the collection of buildings now grouped 
as the Mutual Life’s home office is 
unique in that they constitute the only 
single exhibit of examples of all four 
types of progressive engineering con- 
struction now in existence in America, 
they iikewise agree that the Mutual Life 
buildings have been so planned that al- 
though begun fifty years ago, they are 
in every sense equal in modern facilities 
to many of the newest structures. 

They afford abundant light and air, the 
high ceilings and arrangement of the of- 
fices make for the utmost in business 
comfort, and their location, near sub- 
ways, elevated lines, ferries and other 
business enterprises give them all that is 
desired for many years to come. 

The Mutual Life at present occupies 
more than half of the total space in its 
entire group of home office buildings. 
It maintains also a well-equipped law li- 
brary for its own use and that of its 
tenants. Among those who have offices 
in the Mutual Life buildings at this time 





ay 


Old Prints of Site 


When the Mutual Life $250,000 
Field Club Convention meets at the 
Waldorf-Astoria next week the mem- 
bers will be the first ones outside of 
the home office to view a most inter- 
esting collection of old prints of the 
site of the home office dating back to 
earliest time and also the home office 
building itself at different stages of 
its enlargement. The prints will be 
on view in the corridor adjoining the 
offices of George K. Sargent, vice- 
president and manager of agencies. 











are Dillon, Read & Co., the Delaware & 
Hudson and Northern Pacific Railroads 
(executive offices), Western Union Tele: 
graph Co., H. H. Harris & Co., R. Fulton 
Cutting, August Belmont, the Anglo- 
South Ame rican Bank, the Chemical 
Safe yg Co., George R. Read & Co. 
and the law firm of Winthrop, Stimson, 
Putnam & Roberts. 


Substantial Character of Structure 


The original Mutual Life Building, < 
cecupied in 1884, consisted of eight Fs 
ries facing on Nassau Street, with what 
were then known as “pavilions” extend- 
ing down Cedar and Liberty Streets. In 
an early description (1884) the following 
observations were made in regard to its 
construction : 

“The work is of the most solid and 
enduring character. The foundations 
have been designed with great care to 
insure equal pressures under every pari 
of the superstructure. The piers are 
properly proportioned to sustain the 
weights, in their sectional areas and 
heights, according to the several mate- 
vials of which they are built. The base- 
ment and first stories are of granite. The 
other siories, up to the eighth, are of a 
beautiful limestone from Indiana. 

“The interior construction is mainly oi 
ircn, consisting of rolled beams supported 
on plate girders which rest on cast and 
Phoenix wrought-iron columns. The 
building is entirely fireproof, the spaces 
between the beams being spanned with 
fire brick, and the bottoms of the beams 
being protected with the same material, 
which is an unusual precaution. Most 
particular attention has been given to 
ventilation and the heating will be com- 
plete, although by direct radiating coils, 
yet from the manner of introducing 
fresh air the best effects will be obtained. 
Steam will be furnished by the Steam 
Heating Co., although boilers will also be 
provided. Provision will be made for 
both gas and electric lighting, as well as 
for all the latest appliances, such as tele- 
phones, electric call-bells, etc. An ar- 
tesian well will assist in suppiying the 
building with water and now yiclds an 
ample supply of pure water. 

“The style is an adaptation of the 
Italian Renaissance. The facade is di- 
vided into three features, the central 
part recessed and flanked by pavilions 
on Cedar and Liberty Streets. An ar- 
cade, the pilasters of which will be or- 
namented with flutings and richly carved 
capitals, has arches spanning the spaces 
between. The main cornice is bold im 
design.” 
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RESOLUTIONS 


Originated and Adopted 
by Acacia’s 
Managers and Agents 





Whereas, we believe that Net 
New* business and net gain should 
be the standard by which to 
measure the progress of a life in- 
surance company in its field work 


and not mere production; 


And, whereas, this is the standard 
of the Acacia Mutual Life Insur- 


ance Company; 


And, whereas, this standard pro- 
motes efficiency and economy and 
makes possible increased earnings 
to the permanent representatives of 
the Company and better service to 
the policyholders and the insuring 


public; 


And, whereas, this standard tends 
to materially increase the quality 
of agency personnel and _ lessens 
agency turnover with its resultant 
loss to the policyholder, the Com- 
pany and its field, representatives ; 
Now, therefore, be it resolved that 
in order to better promote and fos- 
ter the above mentioned standard a 
club be formed to be known as the 
Witt1am MonTGOMERY QUALITY** 
CLus, to now and forever honor 
the creator of the Net New stand- 


ard in life insurance. 


* Net New business is the paid- 
for business minus business that 
lapses before two full years pre- 
miums have been paid. 

** Quality business is business of 
which at least 75% is kept in force 
for the first two years. 











AGAIN ACACIA LEADS! 


Unique and Original 


CLUB 


Just Organized 


CACIA managers and agents in recent regional conventions have unanimously 
organized the most unique Club in life insurance—a club to sell only Quality 
business—and have named it the 


WILLIAM MONTGOMERY 
QUALITY CLUB 


to honor President William Montgomery and the quality standard of business he 
has always emphasized. 


To qualify, its members must produce an average of at least $8,500 of Quality 
business per month. To get the Club bonus twice a year, a member’s production 
must average at least $10,000 of Quality business monthly. 


‘(Never write an application if you do not feel sure it is Quality business” 
. is the guiding principle of the William Montgomery Quality Club. 


The officers for 1934, appointed on their quality records for last year, are: 


W. B. VENNARD, Houston, - - - - = PRESIDENT 

R. L. BARNWELL, Oakland, - - - + - Vick PRESIDENT 
R. A. DANIELL, Pittsburgh, - - - - - Vick PREesipENT 
A. J. B. Mituer, Akron, - - - - Vick PRESIDENT 
P. E. Smitu, Birmingham, - - - - = Vice PRESIDENT 


1934 First Quarter Reflects Quality 


44% increase in net production over the corresponding months of 1933; 


Largest net gain since 1930; 
Largest income of any first quarter in Acacia’s history. 


ACACIA 


MUTUAL LIFE INSURANCE COMPANY 


Chartered by the U. 8. Congress in 1869 
HOME OFFICE: WASHINGTON, D. C. 


62 Branches and Offices in Principal Cities 
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SALES CONTESTS 


By M. Zenn Kaufman 
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Acknowledgment is made to Harper & 
Bros. for permission to preprint excerpts 
from “How to Run Better Sales Contests,” 
by the author of this article. 

As I said before follow-up is to a sales 
persistence is to selling. 
Many con- 


contest what 
You simply must have it. 
tests that carefully 
and launched with great enthusiasm, col- 
lapse in their second or third week be- 


are very planned, 


cause they aren’t followed up properly. 
Follow-up in a contest is nothing less 
than effort on your part to sell your men 
the that they can win, that they 
should win, that they will win. And that 


idea 


must be done constantly. 


Let’s step back a moment, however, 
and consider the material that opens the 
contest. This includes the announce- 


ment broadside and possibly a teaser of 
some kind. 

There is no rule that says you have to 
have a teaser for a sales contest but 
there is no doubt that one increases in- 
terest. The boat race card shown here 
was used by several Penn Mutual offices. 
What would you think if you received 
one of them in your mail some morning ? 

A good irritating challenge will help 
to put over many a contest. A spon- 
taneous challenge is a God-send, but if 
you can’t get that then fake one. Ar- 
range with someone to challenge some- 
one else. And then forget the private 
fight and make it a “free for all.” 

The broadside that opens the contest 
should 

1. Pep up everyone. The broadside 
must enthuse. For this it depends on 
good showmanship and good copy. Write 
as enthusiastically as you can. Use 
friendly language and put plenty of the 
lingo of the theme into the story. If 
you are running a horse race let your 
copy overflow with the lingo of the race 
track, putting all the jockies and fur- 
longs, clear and fast tracks into it that 
you can. 

2. List and sell your prizes. Put a 
description of your prizes and the de- 
sirability of winning them right into the 
front of the contest, and remember, 
whether you offer fountain pens, or 
travel, or anything else, you are also giv- 
honor of coming in 


ing the auxiliary 
first. Make your men think of the finish 
right from the start. Make them com- 


mit themselves mentally to the decision 
to win. List your prizes and sell them. 

3. Detail scoring plan and rules. Name 
exact dates. Make your quotas clear. 
Indicate who is eligible and what prizes 
can be won. Leave nothing to the imag- 
ination. 


4. Sell. Don’t be afraid to put a little 
first rate selling into the broadside that 
opens the contest. That doesn’t mean 
that you should use all your space to 


moralize and preach, but a little straight 
selling is practical 


The Follow-Up 


Follow-up must be planned to handle 
the various situations that naturally arise 
in a contest and to handle the various 
stages of mental condition that the 
salesmen get into. It also announces the 
current standing of the men. It can: 


1. Picture the end of the contest. 
“Where will you be next May? Will you 
be in New York or will you be on the 
beach in Bermuda ?” 

2. Give practical suggestions. “You 
can secure the names of the people put 
back to work from your relief agency. 
Make a special canvass, etc.” 

3. Announce first results. “Lap 1 of 
the race is over and Jimmie Johnson is 
in the lead.” 

4. Indicate that the management is 
watching. 

5. Suggest that dark horses may come 
up from behind. Kecommend an early 
Start. 

6. Ege the men on. “These men are 
on the boat. Can you put them off?” 

7. Announce winners. 

8. List the men who are in last place. 

9. Announce a sprint. 

10. Do a sales job. 

11. Ask for more effort. 

In addition to ordinary letters (use a 
letterhead) there are quite a variety of 
methods that can be used for a follow- 
up. These include photographs, tele- 
grams, personal letters. (One company 
had someone of a different sex send a 
hand-written love letter to every one in 
the contest.) 

The telephone can be used for a 
follow-up job. Incidentally, all letters 
should be signed in as familiar a manner 
as possible, giving a nick-name to the 
manager that fits in with the spirit of 
the contest. If you are using an enve- 
lope put some teaser message or iden- 
tification on the outside. In a football 
contest one company used a simple cor- 
ner card reading, “Coach Sid. Harvey, 
Training Headquarters.” 

You can add interest to an otherwise 
dull letter by using a gummed label. A 
thousand gummed labels to use in a con- 
test cost only three or four dollars and 
add interest to any letter. 

The material that goes into follow-up 
letters should run the whole range of 
personal emotions. It can reflect amaze- 
ment, embarrassment, interrogation, en- 
thusiasm, encouragement, humor, per- 
sonal pride, sex interest, shame. It can 
regret, it can goad, threaten, cajole, ad- 
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monish, challenve, it can review, it can 
emphasize. It is an inexpensive matter 
to create a special letterhead for contest 
bulletins. A few suggestions are shown 
in the accompanying illustration. 
The Progress Chart 

A wall chart is the most important 
single piece of showmanship in a con- 
test. Wherever possible symbolize the 
progress of your contest with a dramatic 
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and it is important to have the men 
know that the management has a graphic 
picture of what they are doing. If the 
men can’t see the chart, take Pictures 
of it and mail copies of it to them and 
make small reproductions of it from time 
to time and send them out. 

Let us consider the need for Origin. 
ality in the handling of a progress chart 


Give your blackboard a rest. Moreover 


do not use a flat 
wall chart for 
every contest. In. 
ject some other 
dimensions such 
as a_ horizontal 
table. One com- 
pany strung wires 
across the Office, 
hung toy automo- 
biles from these 


wires, racing them 
clear across the 
room. The use of 
scenery or props 
1s quite important 
in the dramatiza- 
tion of your prog- 


ress chart. Some- 
body in your or. 
ganization should 
be delegated the 
job of — keeping 
this chart up to 


date. 











Above: 


chart of some kind. Put this in the spirit 
of the contest by tieing it in with the 
central theme. Make it large, make it 
colorful; color attracts attention and re- 
tains interest. Put something new on it. 
Use the chart even if your men can’t 
see it. Tell them about it. A mental 
picture of it is better than none at all, 





THERE IS NO SUBSTITUTE 





for Non-Cancellable Income Disability Protection 





two distinct forms: 
life of the insured. 
(2) Aggregate 


disbursable as monthly 


earnings. 


Home Office— 
Los Angeles, California 





Pacific Mutual Non-Cancellable Income Insurance is now available in 


(1) Life Indemnity—pays as long as disability exists—during the 


Indemnity—creates 
cost) a substantial, stated, Disability Income Fund—a reserve, 
income when 


Details of 
PACIFIC MUTUAL NON-CANCELLABLE 
may be secured from local representative or home office. 
Founded 1868 : 


THE PACIFIC MUTUAL LIFE INSURANCE COMPANY 
GEORGE |. COCHRAN, President 


(at surprisingly low annual 


disability interrupts 


INCOME INSURANCE 


Assets— 


Over $198,000,000 








Penn Mutual Boat Race, Showing Teaser, Broadside 
Announcement and Follow-Up Bulletin Heads. Below: Willard 
Bulletin Heads, Inexpensively Mimeographed 


Planned Progress 

Any goal can be 
reached more 
surely if a meas- 
ured daily mark of 
progress is set up. 
It should not only 
show the progress 
of individual men 
or groups bu 
should also record 
the movement of 
the entire group 
A tremendous 
amount of interest 





can be built 
around this _ one 
feature. I remem- 


ber one good job 


done in this re- 
spect by a New 
York division of 
the Associ 


ated Gas & Elec- 
tric Company. A 
bulletin was_ sent 
out every day for 
a month. — The 
bulletin showed 
the days elapsed, 
days to play, per- 
cent of quota 
reached, etc. This 
series was handled 
so skillfully that I, who am_ supposed 
to be hard boiled when it comes 
to contests, actually hurried through my 
dinner to finish reading the series and 
find out whether Empire made its quota 
Empire did! 





Harvard School 


(Continued from Page 3) 
From the 


t 
t 


tions. They pay their way. 
class of 1933, ninety-eight are doing | 
in banking, eighty in manufacturing, 
fifty-two in marketing and retailing, and 
in spite of opposition thirteen in insur- 
ance. 

Soundly schooled in the principles of 
business science, these graduates are 
making their presence felt, quite as 1s 


the school in its contribution of the 
“Harvard Business Review’ and_ the 
“Harvard Business Reports” to the 
scientific business edification of exect- 
tives throughout the land. That the 


business of insurance has been neglected 
curricula-wise is but an apparent case 
of non-support. As a result of which 
this battered foundling is lodged on 4 
stoop in the shade of any Hartford por- 
tico with a blessing and a trust which 15 
indeed surprising if not fortuitous. 
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Acacia Peaiiaatien: Club 
On Net Paid-For Basis 


EARLY LAPSES A ARE DEDUCTED 





William Wantaunees Club Organized 
During Recent Regional Conventions; 
$8,500 Required Per Month 





Formation of a new type production 
club, the William Montgomery Quality 
Club, has been completed by Acacia Mu- 
tual Life managers and agents. The 
idea is that credits be given for net new 
business—that is, the net paid-for busi- 
ness minus business that lapses before 
two full years premiums have been paid. 
Quality business is to be considered busi- 
ness of which at least 75% is kept in 


force for the first two years. 
The William Montgomery Quality 
Club, named in honor of the Acacia’s 


president, was organized during the re- 
cent regional convention of the company 
held in various parts of the country. To 
qualify its members must produce an 
average of at least $8,500 of quality busi- 
ness per month. To get the club bonus 
twice a year a member’s production must 
average at least $10,000 of quality busi- 
ness monthly. 

Officers of the club for 1934 appointed 
on their quality records for last year are: 
President, W. B. Vennard, Houston; 
vice-presidents, R. L. Barnwell, Oakland; 
R. A. Daniell, Pittsburgh; A. J. B. Mill- 
er, Akron, and P. E. Smith, Birmingham. 

In the resolutions by which the club 
was organized the managers and agents 
said: 

“This standard promotes efficiency and 
economy and makes possible increased 
earnings to the permanent representa- 
tives of the company and better service 
to the policyholders and the insuring 
public. 

“This standard tends to materially in- 
crease the quality of agency personnel 
and lessens agency turnover with its re- 
sultant loss to the policyholder, the com- 
pany and its field representatives.” 


Pacific Mutual Increases 
Shown In All Departments 


Applied-for new business received by 
the Pacific Mutual for the month of 
April represents increases as follows 
when compared with April of last year: 


ibe: TRGUERRBE. ciscscscccenteiccas 64% 
Non-cancellable Disability Income 
WINE San <5 to coe ceRens ous 12% 
Commercial Accident premiums... 40% 
Annual Retirement Annuity pre- 
ME alraicuh amas kG eieeee ease 67% 
Single Premium Annuities...... 18% 


For the first quarter of 1934 compared 


with the first quarter of 1933 the in- 
creases on a paid-for basis are as fol- 
lows: 
Li0e TROBE bckcncceciecceseanes 46% 
Life Department premiums........ 51% 
Non-cancellable Disability Income 
ROMAIN ix i's s0sresoieavcalennaesdne 49% 
Commercial Accident premiums... 29% 





Weekly Underwriter Issues 
Policyholders’ Number 


What life insurance companies have 
done during the past year in the way of 
paying death claims, especially prema- 
ture ones, and other services to the pub- 
lic was the feature of a special number 
of the Weekly Underwriter issued last 
weck, its annual Policyholders’ Service 
Number. 

First year death claims amounted to 
$50,500,000 on 76,400 lives, the Weekly 
Underwriter says. More than 200,000 of 
the claims were in force less than three 
months. 

The service number also includes ar- 
ticles on selling and the general state of 
the business contributed by leading ex- 
ecutives, general agents and producers. 
Part of the issue is made up as a pic- 
torial sales kit. Outstanding national 
advertisements and direct mail enclosures 
for the vear are reproduced. 


Million Dollar Round Table 
Chairman Thomas M. Scott 


The Million Dollar Round Table 
3reakfast and Meeting, which is to be 
held at 8 A. M., Wednesday, September 
26, at the Schroeder Hotel, Milwaukee, 
in connection with the 44th Convention 
of the National Association of Life Un- 
derwriters, promises to be one of great 
importance, interest and value to Million 
Dollar Producers, and also to Life Un- 
derwriters generally. 

All life underwriters who have paid 
for $1,000,000 of life insurance (exclu- 
sive of Group) during the calendar year 
of 1933, or in any company fiscal or club 
year ending in 1933 or 1934, or who are 
likely to do so in the twelve months end- 
ing not later than September 5 (and 
also those who have attended or qualified 
for three previous consecutive sessions) 
are urged to communicate with Chair- 
man Thomas M. Scott, of the Round 
Table, care of The Penn Mutual Life, 
6th and Walnut Streets, Philadelphia, in 
order that they may receive personal in- 
vitations to this meeting. 

Under present conditions, it is more 
than ever a distinction to be a member 
of this Million Dollar Round Table, and 
all such producers are urged to get in 
touch with Chairman Scott at once so 
that they can be properly listed as mem- 
bers of the Table, whether they expect 
to attend the Breakfast Session or not. 


a 


TUMBLETY SPRINGFIELD TALK 





Peter E. Tumblety, claim adjuster of 
the Columbian National Life, told the 
general agents’ division of the Western 


Massachusetts Life Underwriters Asso- 
ciation at Springfield about the handling 
of questionable life insurance claims 
during his address to that association 
last week. He cited a number of cases 
not only where fraud was discovered af- 
ter the death of the policyholder but be- 
fore a policy had become a claim and it 
was possible to annul the policy. 
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Edward H. Hezlett, 
Partners 
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Robert S. Hull, 

John Y. Ruddock, 


Associates 
Ninety John Street, New York, N. Y. 











Chelsea Bailey Manager 
Union Central, Zanesville 


The Union Central has established a 
new agency at Zanesville, Ohio, with 
Chelsea Bailey as manager. Mr. Bailey 


has been a personal producer in Cincin- 
nati. The Zanesville agency will include 
ten counties in southeastern Ohio. Zanes- 
ville has recently been designated the 
headquarters of the comprehensive flood 
control project. 

Mr. Bailey, a 
Mass., and a graduate of Cherryfield 
Academy. Maine, has also studied at 
Sloyd Training School, Boston, and at 
the Massachusetts Institute of Tech- 
nology. 

3efore going into the technical field 
Mr. Bailey taught school for three years 
and served in the army as a civilian in- 
structor in aviation. At the close of the 
war he moved to Cincinnati and was in- 
strumental in organizing the Vocational 
Training School. 

After experience 


native of Beddington, 


as educational direc- 
tor for the Associated Building Indus- 
tries and for the sheet steel trade he 
entered the sales field as sales promotion 
director for a steel company. He left 
that position in order to enter life insur 
ance with a Cincinnati agency 














| Home Office 
PITTSFIELD, MASS. 


SELF-SUPERVISION! 


TO BE 


“SALES” AND “GOOD WILL” BUILDERS. 
NEW BERKSHIRE BENEFACTOR POLICY. 
BERKSHIRE SPECIAL POLICY. 
PREFERRED RISK LIFE POLICY. 

| FAMILY INCOME OPTIONS. 

ANNUITIES OF ALL KINDS. 
SUBSTANDARD BUSINESS SERVICE. 
“DIRECT BY MAIL” ADVERTISING. 
ORGANIZED SALES PRESENTATIONS. 


IS NECESSARY TO IMPROVE YOUR OWN 


BERKSHIRE ASSOCIATES ARE PROVING THIS STATEMENT, BY “SALES RESULTS,” | 


TRUE. 


185.2% 


“ASK ANY BERKSHIRE AGENT” 
BERKSHIRE LIFE INSURANCE COMPANY 


—Incorporated 1851— 











GAIN IN NEW PREMIUM INCOME FOR 


RESULTS FIRST THREE MONTHS OF THIS YEAR AS COM- 
PARED TO SAME PERIOD FOR LAST YEAR. 
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L. a Montgomery 


Keeping in Touch With the Best Ideas. Checking 
Up With the Man in the Field. A Clearing House 
of Advice and Opinion. Where Do I Fall Down? 
Why Do I Not Get Results I Feel I Am Entitled To? 

















Selling the Interview 


Life Insurance Salesman: 
“Let us see, Mr. 


be of help to you 


Prospective Client, in what way a life insurance company could 
| look upon my work entirely in a professional way, therefore if 
you will give me some information about yourself, in confidence, of course, I will set 
up the facts so that you can see things for yourself in your own way. Whatever 
interpretation you place on those facts will control any further relationship that might 
develop between us. 

“My experience with others is that objectives usually fall into two classes; first, 
relief from any anxiety as to the future of family, and second, an assurance 
that one’s own future will develop as planned and not be subject to the whims of 
others. On the first objective, do you mind telling me who are dependent upon you 
personally? I mean the members of your immediate family. On the second objec- 
tive, do you mind telling me what arrangements you have made other than through 
life insurance ? What steps are you taking to provide for capital and 


companies ? 
income later on? Are you cashing in on the best asset you have—your present physical 
condition ?” 


Exercises to Develop Imagination In Selling 


by heart 


one’s 


Learn the following passages of poetry and practice putting yourself 


in the pictures suggested by the words. I have chosen passages applicable by transfer 


to life insurance situations. Get the sense of the auditory and visual images as well 


as those of touch and feeling. 


I warmed both hands before the fire of And forever and forever 
life; As long as the river flows, 
It sinks, and I am ready to depart. \s long as the heart has passions, 
Landor: Seventy-fifth Birthday. As long as life has woes. 
Longfellow: The Bridge. 
They will not hush, the leaves a’flutter 
round me, the beech leaves old. Ring out the want, the care, the sin, 
—Yeats. The faithless children of the times; 


Ring out, 


The breezy call of incense breathing morn, But ring the fuller minstrel in. 
The swallow twittering from the straw Tennyson: In Memoriam. 
built shed, 
The cock’s shrill clarion and the echoing ee ae bien eal : 3 
ase _And as a life insurance salesman exer- 
1 ‘ . . cise your imagination on this selection 
No more shall rouse them from their [7 Gp 2635 : Rakion % 
lowly hed from The Dawn of onscience, ry 
; ; Gray: Elegy James H. Breasted. 
—As1¢ . s . 
“There is one supreme human relation- 
All that is noble in the mind, ship, that which has created the home and 
The tenderest feelings of mankind made the family fireside the source out of 
Are touched, are bent, by music’s sway, which man’s highest qualities have grown 


As historical 


By every different tune and lay. up to transform the world. 
L.M.: Music. fact, it is to family life that we owe the 
greatest debt which the mind of man can 
Sunset and evening star, conceive. The echoes of our own past 
And one clear call for me! from immemorial ages bid us unmistak- 
And may there be no moaning at the bar ably to venerate, to cherish, and to pre- 
When I put out to sea. serve a relationship to which the life of 

—Tennyson: Crossing the Bar. man owes this supreme debt.” 
Now Or Never 

When the facts are all in and the plan now. The prospective client’s cars are 
set forth and there is no question what- heeding every word. The words that are 
soever but that the prospective client will spoken are animated, brisk, alert, keen, 


be doing something he should have done clear and direct. There is an earnestness 


a long time ago and very much to his that can not be mistaken. The occasion 
advantage, the life insurance salesman may never rise exactly in the same way 
should look upon the matter as one to again. Never will the position of the 
be effected now or never. pleader be stronger. Never will the urge 

In the eye to eye, man to man, heart to act be more appealing, more certain 
to heart relationship, there will never be of success. Now is the greatest word in 
a better time to do a good deed than all the literature of selling. 


. . 
Continual Practice Needed 
stant practice to develop the highest point 
of efficiency. It isn’t any use working 
out phrases effective in selling unless they 


You can not expect to succeed without 


constant practice. Practice is necessary 


fo -ess in all s s yt in sell- . . . 

f r success in all sports, why not it too are practiced and practiced daily 
ing. No one expects to play the violin [)on’t forget the dining-car waiter’s “Last 
by wish thinking. The work of the piano call for dinner, dining-car forward!” for 
is drill on drill. The thrash of the legs it is a well rehearsed and practiced com- 


crawl stroke takes months of con mand-suggestion. 


Don’t Tell All You Know 


in the 


M.L your tenseness. Why give a long selling 
. talk till you see that your prospective 
ary ll z r¢ now “ ' . : 

It is not necessary to tell all you know client will not respond to a short one 
to get a decision. You are probably talk- Some times all that you have to do is to 


ing far too much. That may account for arrange for the medical examination, but 





ring out my mournful rhymes, 
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ARE YOU ANXIOUS TO ADVANCE ? 
— HERE’S YOUR OPPORTUNITY — 


The Colonial Life Insurance Company 


— of America — 


— PUBLIC SERVANT SINCE 1897 — 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


MAKE GOOD WITH A GOOD COMPANY 








ORDINARY 


JERSEY CITY, N. J. 








still your flood of ideas pours on, maybe 
putting out the fire. 

Better divide your material into sec- 
tions. First section, a simple understand- 
ing of his problem, a suggested solution, 
and an appeal with a command-suggestion 
to act. Second section, bring up your re- 
serves and more pictures for him to fit 
into, with more command-suggestions hid- 
den in the pictures. Finally, drill a ditch 
and bring up your explosives. What you 
work up to after that depends upon the 
conditions to be faced. 


Mr. Montgomery will answer _ the 
questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street. 





MASS. MANAGERS CONFERENCE 


Sales Research Bureau Conducts Meet- 
ing in Springfield; George Kutcher 
Banquet Speaker 

Massachusetts general agents and man- 
agers met at Springfield last Thursday 
and Friday for a managers’ conference 
conducted by the Life Insurance Sales 
Research Bureau under the auspices of 
the Massachusetts Association of Life 
Underwriters. 

The idea of the conference was to give 
to managers ond general agents what 
sales congresses give to agents—an ex- 
change of ideas. 

George Kutcher, general agent for the 
Northwestern Mutual in New York City, 
was the special speaker at the banquet 
held Thursday night. John Marshall 
Holcombe, Jr., manager of the bureau, 
and H. G. Kenagy, assistant manager, 
led the sessions. 

George H. Tracy, manager in Boston 
for the Fidelity Mutual, headed the com- 
mittee which arranged the meeting. He 
is president of the Massachusetts Asso- 
ciation. 


NEW YORK LIFE’S GAINS 

\pril was the best month in produc- 
tion for the New York Life since Jan- 
uary of 1932, applications received being 
$57,788,000 as against $36,230,000 last year. 
\nnuities also increased. Paid-for busi- 
ness at the end of four months of 1934 
is $149,322,100, an increase of more than 
$25,000,000 over the same 1933 period. 





BANKERS NAT’L LIFE APRIL 

Paid-for business of the Bankers Na- 
tional Life of Jersey City was 40% ahead 
of the corresponding month in 1933. The 
total for the first four months of 1934 
is $9,398,557, a gain of 48%. Insurance 
in force has gained, being $3,000,000 
more than on December 31 


NORTHWESTERN NAT’ L GAIN 


Northwestern National Life of Minne- 
apolis had a gain in new life insurance 
sold with April production totaling $5,- 
282,090, an increase of 38% over April, 
1933. In new ordinary business th> 
month was the second best April in his- 
tory, the only better one being April ot 
1930, 


Ass’n Comen Bridge Prizes | 
| | 
Four engraved championship cups | 
| will be among the prizes awarded in 
| 
| 
| 


the New York contract bridge tourna- | 


ment of the Life Underwriters Asso- 
ciation, to be staged June 7 at the 
Hotel Pennsylvania. There will be 


cups for winners in each section and 
for the four best scores. Other card 
games will also be played during the 
evening for those not playing bridge. 
Lieutenant Alfred M. Gruenther, U. 
S. A., noted bridge referee who off- 
ciates at many championship matches, 
will conduct the tournament. 








NAME VERMONT COMMISSIONER 

Governor Wilson of Vermont has ap- 
pointed G. H. V. Allen of Fair Haven 
as Commissioner of Banking and Insur- 
ance to succeed R. C. Clark, who re- 
signed May 1 to take an executive po- 
sition with a bank. Mr. Allen has con- 
sented to serve temporarily until a per- 
manent appointment is made later in the 
vear. He has been president of the 
Allen National Bank at Fair Haven for 
twenty years and has taken an active in- 
terest in banking organizations. 


SHENANDOAH MUTUALIZED 

The stockholders of the Shenandoah 
Life of Roanoke have approved the mu- 
tualization plan for the company. Pres!- 
dent E. Lee Trinkle said that the mu- 
tualization will be of benefit to both 
stockholders and_ policyholders. The 
plan had the endorsement of the state 
corporation commission. 





ANDREWS AGENCY INCREASE 

The L. H. Andrews agency, Phoenix 
Mutual Life in New York, had a 48% 
increase in April as compared with that 
month last year in paid-for business. For 
the first third of the year the agency is 
79% ahead. Including business from out- 
side the agency’s own organization the 
April figure was 100% ahead and _ the 
year to date 124% increased. 





DRIVE EXCEEDS OBJECTIVES 

In a six weeks’ production campaign 
by Connecticut Mutual agents with an 
objective of $20,000,000 and 5,000 lives, 
the final figures showed $32,250,998 writ- 
ten on 7,268 lives, an increase of 61% 
over the volume objective and 45% over 
the lives objective. The J. M. Fraser 
agency, New York, led in production 
vith $3,370,216. 





JOINS HARTFORD ACENCY FIRM 
W. Harry Callahan, for the past ten 
vears manager for the Fidelity Mutual 
at Hartford, has taken Thomas G. 
Walsh into partnership under the firm 
name of Callahan & Walsh. For the past 
ten years Mr. Walsh was associated with 
the late James A. Walsh, general agent 
for the Massachusetts Mutual Life in 
Hartford. Previously he was a travelin; 
specia! agent for the Actna Life. 
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Northern N. J. Sales Congress At 
Newark Sets High Attendance Mark 


The third annual sales congress staged 
by the Life Underwriters Association of 
Northern New Jersey in cooperation 
with the Seth Boyden School of Business 
was held in Newark Wednesday at the 
auditorium of the Mutual Benefit Life 
home office, and the largest attendance 
that the congress has ever had was reg- 
istered. “Building Recovery on a Life 
Insurance Foundation” was the theme. A 
number of the addresses are summarized 
on this page. 

The opening feature of every Newark 
sales congress has been the same and 
was repeated this year; a gracious ad- 
dress of welcome by the Mutual Bene- 
ft’s president, John R. Hardin. 

C. Vivian Anderson, president of the 
National Association of Life Underwrit- 
ers, gave his talk on “Have You Made 
Your Will” in which he discusses the 
use of the will approach in selling. 

Lane Family Actors 

A novelty on the program was a skit 
done by several members of the Lane 
family, introduced as the “Barrymores 
of insurance,” and another representative 
from the Lane Agency of the Connecti- 
cut Mutual Life in New York City. The 
actors were Frank L. Lane, Martin D. 
Karlin, Mervin L. Lane and his wife 
Rosalie L. Lane. 

Denis B. Maduro, counsellor of the 
Life Underwriters Association of New 
York, in explaining why life insurance is 
“privileged property” drew for the agents 
a diagram of two rivers running into a 
reservoir, pointing out that life insurance 
runs straight into the reservoir (needs 
after the insured’s death) while the flow 


Suggest Names to Centers 
Of Influence, Dawson Method 


The most effective use of centers of 
influence in prospecting is to suggest 
names to the center, not vaguely ask him 
if he knows of any, C. Preston (Pep) 
Dawson, production manager of the 
Beers Agency, New England Mutual Life 
in New York, told the Newark sales 
congress. By the use of leading ques- 
tions or the submission of potential lists 
of prospects it is possible to complete 
information about and get an introduc- 
tion to a large number of prospects. 

Mr. Dawson’s address, which was an 
outstanding feature of the congress, will 
be reviewed at greater length in next 
ht age : , 
week’s issue. He gave an outline of 
five chief methods of prospecting, which 
he says are by natural contacts, asking 
leading questions of the proper types of 
centers of influence, taking lists of names 
to centers of influence and having them 
qualify these names; canvassing qualified 
names without introduction and cold can- 
vassing of unqualified names. He did 
not so highly approve of the last. 

To get names from the center, leading 
questions should be asked to which the 
answer will be a name. For instance, 

“ . 
not “Do you know anybody you think 
would be interested in this plan” but 
— handles your advertising account ?” 

Vhen the name is given, then questions 
can be asked to see if it is a qualified 
Prospect. 





Time To Set New Records, 
Opinion of H. J. Johnson 


Today is the time to establish new 
high marks for personal production, de- 
Spite what a few people still think about 
feneral business conditions, Holgar J. 
Johnson, general agent for the Penn Mu- 
tual Life in Pittsburgh, told the Newark 
Sales Congress. No agent has a produc- 
ton graph which is a straight line al- 


of other assets is restricted and held up 
until very little ever reaches the reservoir. 

The obstacles to the free flow of other 
assets were named by Mr. Maduro as 
probate court expenses, payments to 
creditors, income tax, executor’s and law- 
yer’s fees, claims of relatives. By com- 
parison life insurance pays only a limited 
form of estate tax which does not apply 
until the insurance sum is paid the bene- 
ficiary and is ready for use. Life insur- 
ance is so privileged because it serves 
a social purpose in providing for widows 
and children who might otherwise be- 
come a burden on society, he pointed out. 


Quotes “Alice in Wonderland” 


Irving Bendiner, on the staffs of the 
Wharton School of Finance and also 
the Seth Boyden school, read the agents 
a number of quotations from “Alice in 
Wonderland” which served to satirize 
some of the things agents may do wrong- 
ly in soliciting. Mr. Bendiner also sum- 
marized the other addresses. 

At a luncheon held in the dining room 
of the Mutual Benefit home office the 
announcement was made that the new 
nominating committee is to be headed by 
W. Reginald Baker. 

Election of new officers will be held 
the first Monday in June. 

Appreciation was voiced for the work 
of Sales Congress Committee Chairman 
Charles J. Zimmerman and the commit- 
teemen, Charles E. Hooper and Charles 
J. Schmitz. Howard C. Lawrence, presi- 
dent of the association, and Mr. Zim- 
merman were the presiding officers at 
the sessions. 


ways going upwards, but in order to keep 
the line of his average production in- 
come going up it is necessary from time 
to time to establish new highs. And now 
is one of those times, he said, to do not 
only better than last year but better than 
ever in order to balance the recent low 
marks. And now, with business turning 
upward, it is possible. Some agents are 
doing it. In the Johnson agency men 
are closing one interview in every 5.6 
instead of in eight as a few months back. 





Method Important But Motive 
Vital in Selling, Says Davis 


In selling life insurance, method is im- 
portant but motive is vital, Frank L. 
Davis, vice-president of the Penn Mutual 
Life, told the Newark Sales Congress. 
Those who are strongly desirous of 
reaching success will inevitably manage 
to use all the methods that there are and 
in the right way. New methods are 
learned from experience every day. 

It is now easier to sell life insurance 
than it was in 1927 if you can find the 
people who can pay for it, Mr. Davis 
said. And those agents who are dili- 
gently prospecting are finding these 
people, for many who have been in the 
business ten years or more are now set- 
ting the best records of their entire ca- 
reers. 





SIGNS HOSPITALIZATION BILL 


Governor Lehman of New York has 
approved the O’Brien bill permitting 
membership corporations to sell non- 
profit contracts of hospital service to the 
general public. Rates charged shall be 
subject to approval by the superinten- 
dent of insurance. 





EQUITABLE OF IOWA 60% GAIN 


The Equitable Life of Iowa had cash 
business of $4,750,375 in April, an in- 
crease of $1,789,675 or 60%. Business 
from policyholders accounted for 41% of 
the total. Paid production for the vear 
to date is 27.6% better than last year. 
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n the May magazines* 
Metropolitan advertising 
pays tribute to and con- 
gratulates the Field-Man 
who has learned the value 
of being a good listener as 
well as being a convincing 
talker. 


The interested, attentive 
listener is likely to get ac- 
curate information regard- 
ing his prospect's financial 
condition and his needs— 
an important factor in 
modern life insurance sell- 
ing. When the Field-Man 
has the necessary facts he 
will draw up a practical 
Life Insurance Program to 
meet the requirements of 
the particular case. 
*Business Week, Collier's, Cosmo- 


politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 


ONE MADISON AVE., NEW YORK, N. Y. 
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AMBULANCE CHASING PROBES determining the rates which shall be re- 
The announcement of a well organized quired of his customers. Si 
investigation of ambulance chasers and \mong other agent responsibilities Mr. 
fraudulent claimants in New Jersey last Sullivan mentioned the following which Su 
week, being conducted by a_ group should be possessed by the conscientious terns 
known as Claim Investigation, Inc. and Salesman of insurance today: aay 
with eminent legal counsel appointed, He should, on his own initiative, coun- > , 
s , ; ia sel termination of the insurance relation- saints 
brings into the limelight the good work ship if the policyholder within his ob- ; rs pies ; aan ee an 
being done in one community after an- servation becomes unworthy either from CHARLES TAYLOR, JR. WILFRED KURTH hom 
other by the claim department of the a moral or physical standpoint. He For the first time in its thirty-three Wilfred Kurth, president of the Home io 
National Bureau of Casualty & Surety should lend his aid to the company in years the Insurance Society of New York of New York group of companies, re- po 
Underwriters in co-operation with police the cvent that unreasonable demands are will vote on May 22 for a life insurance turned to his office this week after an coal 
a: , ° made upon the company by claimants. man as president. Charles G. Taylor, Jr., absence of more than a month during at 7 
departments, civic bodies and insurance He should keep step with the develop- third vice-president of the Metropolitan which time he visited the Hawaiian " - 
agents. This activity was referred to by ments in the business and in particular Life, has been nominated for that office. _ Islands. no 
R. J. Sullivan, vice-president of the should place himself in a position to Mr. Taylor is an actuary, but has had 7 Vs yor 
Travelers, in his widely quoted address understand the reason for rate changes an unusually broad experience in insur- Neal Bassett, president of the Fire- ee 
= c z so that he may satisfy the demands from ance and has a vast acquaintance among "ien’s of Newark and other companies = 
before the recent [ nited States Cham- his clients for information on this point. insurance people in all branches of the in the Loyalty Group, sailed last Satur- 70 
ber of Commerce gathering. Finally, he should recognize that his per- business throughout the country. A na- (ay for Europe on the Conte di Savoia. ae 
: si se manent success is dependent upon the tive Virginian, he was at one time ac- He will be abroad for about two months ie 
It is not surprising that Mr. Sullivan CE EET. oa i “args . i rl HE eke d Pe : : , tives 
in } satisfaction of his customers and his  tuary for the Virginia Insurance Depart- o©na combined business and pleasure trip. 
should make specific reference to the company. ment and was a member of the commit- There is considerable conjecture in fire ah 
practice of shady attorneys allied with tee on blanks of the National Convention insurance circles as to the business con- reso 
claimants and policyholders of the crim- SURVIVING ALL TESTS of Insurance. Commissioners. He is a nections Mr. Bassett will establish in Kooi 
inal type, particularly in the prosecution Annual statements of life insurance en president of the American Life Europe. fleet 
af oe p 2 ; Bae eae Paes ee onvention and resigned as vice-presi- he 
of automobile liability claims. The won- COlMpanies make impressive reading, even dent of the Atlantic Life of Richmond Kenneth H. Bair, prominent local nn 
der of it is that the responsible and re- When read more than half a century ten years ago to become assistant man- agent of Greensburg, Pa., member of the — 
spectable lawyers through their associa- after writing. An instance of this was ager and actuary of the Association of executive committee of the National As- ait 
tions have not taken greater initiative in the statement of the Berkshire Life read Life Insurance Presidents. He has been sociation of Insurance Agents and form- the 
: ore : har BEawel igen be ol . third vice-pre sident of the Metropolitan ¢r president of the Pennsylvania state ; 
purging their profession of those who by Harrison L. Amber, vice-president of — [ife gince 193]. association, is one of three incorporators and 
engage in nefarious practices. It has re- the company, to the one-day sales con- $$ 6 «& of the Central Airlines, Inc., of Pitts- 
mained, however, as Mr. Sullivan points egress of the Berkshire’s agents in the William Auld has joined the produc- burgh, which has been awarded a gov- Es 
out, that too often the initiative is left New York district. Referring to the tion staff of the New York branch office ernment contract by the United States 
: 2 Rh ease ae “er Bot of the Fire Association of Philadelphia. Post Office Department to carry the air- 
to the insurance companies who are the Companys annual statement this early He started in insurance with the local ail from Washington to Detroit, a dis- TI 
intended victims of these practices. report by the then president said: department of the Niagara Fire and later | tance of 457 miles. has 
: ‘ While willing to submit it without was with the brokerage house of Davis, * * used 
In such a probe as is now being con- note or comment, in full confidence that Dorland & Co. For the last six vears Frank G. Morris, president, Standard the 
ducted in Newark under Herbert H. J. our patrons will see in it abundant proof he has been in the production depart- Surety & Casualty; A. Duncan Reid, Life 
Hargrave’s management the salesman of of the successful management of the ment of the London Assurance. president, Globe Indemnity ; Frank J. book 
insurance is also an important party in CO™Pany, yet we cannot let the oppor- . 2 ss O’Neill, president, Royal and Eagle In- on 
ei Ab cite eeeatieel deat: ta Te le tunity pass without calling public atten- J. B. Levison, president of the Fire- demnity companies, and Wilfred Kurth, builc 
ke é sgatig Dicen tion to a few of the many noteworthy man’s Fund group of fire and casualty President, Home of New York group, in t 
responsibility not only to serve his clients features of our business. The unfavor- companies, is now in New York City, Werte all visitors earlier this month in +s 
but also to serve his company. The point able and indiscriminate criticisms which visiting the local offices of the compan- los Angeles. Mr. Morris is expected Swe 
is well taken by Mr. Sullivan that when @Ve, frem time to time, appeared in the ies. He will return to the head office at back in New York early next week. The Yor! 
the client is an automobile policyholder os directed against our life and trust San Francisco around June 1. other chief executives have already re- at - 
aac : ’ institutions, seem to call for a more gen- a. + Ss turned to their home offices. year 
the salesman should periodically remind eral publication than heretofore, or the James G. Nicoll, general manager of 7 + *# their 
him that he in large measure determines statements of such companies as do not the Scottish Union & National, and Mrs. Gilbert V. Austin has completed fiv ness 
the price which he shall pay for auto- shrink from the most critical examina- Nicoll arrived in New York on the Cale- age 4 as general agent for the Aetna Life . 
mobile insurance, and therefore should — ‘ “ ne donia this week. They will be here about 1" brooklyn. Members of the —— Brit 
. ; F It is true that during the past few a month and will have their headquar- have formed an organization, the Austin 
impress upon him the importance of safe years many life companies have retired ters in Hartford. Anniversary Association, to celebrate the 
driving from business. But these have been com- * * * event. : Br 
: panies which were, without exception, of Frank B. Heller, prominent Newark * * * — 
Furthermore, to the same end, th« comparatively rece nt origin, and for agent and member of the Schlesinger Thomas A. Buckner, president of the ness 
salesman should interest himself in all whose incorporation there was never any Heller Agency of Newark, was given a New York Life, is on a tour of the com- chai 
community movements which are initi public necessity. surprise birthday party at his home last pany’s agencies which included the Pa- — 
ated to promote safe automobile driving. It - equally true that concn _— th Saturday. cific Coast. so 
: . ; old and well established companies in as * * * | 
In workmen’s compensation insurance it sound a condition as at the present time. - —-- - Robert C. Mead, automobile depart: Ame 
is very much to his interest to co-operat« There is no occasion for a reasonable of January 1, 1875. This was ina period iment assistant manager, National Bureat how 
with the company to promote safety in ‘oubt, in the minds of their policyhold- of great financial strain. From 1873 to of Casualty & Surety Underwriters, a 
the plant and workplaces. He should ‘)” ly prompt payee hence Se 1878 there were nearly 50,000 commercial spoke yesterday before the Nebraska trac 
: their claims mature. Such companies ia : > : Association of Insurance Agents at 
seek a respectable clientele and should are not exposed to the vicissitudes of failures in this country for a total of Kearney, Neb., on “Automobile Insur- Hug 
be unwilling for the sake of dollars or banking and of general business. In- $1,200,000,000. Ejighty-nine railroads were ance and Rate Making.” char 
commission to procure insurance for deed, it is difficult to imagine how any in receivership. Soundly managed life .. * , ‘ we. 
risks which are undesirable either from COM*™@Ct can be more firmly guaranteed insurance companies, then as now, con- Colonel Franklin D’Olier, vice-prest- excl 
3 . than is the life policy now being fur- ; . cua dent in charge of administration of the C 
a moral or physical standpoint. He nished by the old and reliable offices. tinued to meet all their obligations and Prudential, is on the Pacific Coast at- dert 
should remember that he is a factor in It was the Berkshire Life’s statement to grow to larger usefulness, tending agency meetings of the company. with 
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Sumner Ballard Guest of Honor 
This Year 


Sumner Ballard, president of the In- 
ternational and for years secretary of 
the National Board of Fire Underwriters, 
who annually has entertained those at- 
tending National Board meetings with 
an elaborate dinner party at his fine 
home in New York, will this year be the 
guest of those who have so often ac- 
cepted his cordial hospitality. A testi- 
monial dinner will be given’ for Mr. Bal- 
lard at the Hotel Pierre on Fifth Avenue 
at 7 o'clock on the evening of May 24, 
the day of the National Board meeting 
and it is confidently expected that sev- 
eral hundred fire and casualty company 
executives and others will be present to 
honor one of the outstanding personali- 
ties in fire insurance. 

A committee of fire company execu- 
tives is in charge of arrangements for 
the dinner. Those on the committee are 
Bernard M. Culver, president of the 
America Fore Companies; William  H. 
Koop, president of the Great American 
fleet and also president of the National 
Board, and Harold Warner, United 
States manager of the Royal-Liverpool 
groups. W. E. Mallalieu, general man- 
ager of the National Board, is acting for 
the committee in making arrangements 
and sending out invitations. 

* * © 


Exhibit of New and Used Library 
Books 

The Insurance Society of New York 
has an interesting exhibit of new and 
used library books this week in one of 
the ground floor windows of the Aetna 
Life offices at 100 William Street. These 
books, taken from the insurance library 
on the fourteenth floor of the same 
building, show how worn books become 
so through 


in the course of a year or sc 
constant use by students. Miss Mabel 
Swerig, efficient librarian of the New 


York Insurance Socicty, says that close 
to 8,500 books were taken out in the last 
year by those interested in increasing 
their knowledge of the insurance busi- 
ness, 


* * * 
British Comment on Devaluation of 
the Dollar 


British insurance companies are now 
issuing their annual reports on 1933 busi- 
ness and as is customary over there the 
chairman of each company reviews 
events which have had some effect upon 
insurance. It is not surprising, there- 
fore, to read considerable now about 
American devaluation of the dollar and 
how that move is received by British in- 


surers who have large financial inter- 
ests in this country. Following are ex- 
tracts from the statement of Vivian 


Hugh Smith, governor of the Royal Ex- 
change: 

“You can well understand the impor- 
tant influence this question of foreign 
exchange exerts on the results of an un- 
dertaking of the size of this corporation, 
With its special interests in the United 























States and in 


thirty-nine 
overseas branches and sub-branches, and 
its business in every part of the world. 


Canada; its 


We have, therefore, had to give a great 
deal of thought to the best way in which 
we could present our revenue accounts 
to you this year, so that they should 
carry as clear a picture as possible of the 
results of our trading during that period 
and be comparable with the results ob- 
tained in the previous twelve months. 
“In 1931 the departure of Great Britain 
from the gold standard resulted in an 
increase in our liabilities, and in order 
to make adequate provision for this in 


our accounts an exchange reserve fund 
was created. From an accounting point 
of view it was recognised at the time 


that if this country continued to remain 
off gold it would be necessary for us 
eventually to adopt market rates in our 
revenue accounts instead of par rates, 
for which reason at the end of 1932 each 
departmental revenue account received 
its appropriate allocation in respect of 
previous exchange provisions. 

“During the year 1933, however, an im- 
portant alteration again took place in ex- 
change rates, more particularly in that 
of the American and Canadian dollar, 
so that our liabilities, especially in those 
two countries, were very considerably 
lessened, and a corresponding increase 
in profit became available. Your direc- 
tors have considered it prudent to adopt 
a conservative attitude towards the ef- 


fect of exchange fluctuations upon our 
underwriting results, for which reason 
the calculated exchange profits arising 


from the fall in the value of the United 
States and Canadian dollar, itemised un- 
der exchange reserve account in the de- 
partmental revenue figures, have this 


year been transferred from those ac- 
counts to an exchange reserve account 
in our balance sheet. You may notice 


that the total of the exchange reserve in 
the fire, marine and general accident ac- 
counts is considerably more than the 
amount appearing in the balance sheet 
under exchange reserve account, but this 
is due to writing off corresponding de- 
creases in the value of agents’ and other 
balances. 

“In the fire department the volume of 
our home business remains at a satis- 
factory level, being practically the same 
as that of last year, and our loss ratio 
was normal. 

“In the general foreign field, and es- 
pecially in the United States, conditions 
have continued difficult throughout the 
past year. In many countries business 
still remains at a low ebb, due partly to 
the low prices of raw commodities, while 
the exchange position continues to be 
very uncertain, and the difficulties of ob- 
taining remittances further complicates 
the position. The prospects of business 
revival in the United States, however, 
now appear to be substantially greater 
than they were twelve months ago, and 
increasing prosperity in that country 
would, I believe, not only make our busi- 
ness there more satisfactory, but would 
undoubtedly find reflection in an im- 
provement in general world conditions,” 


Assistant, Well Known to 
Insurance Men 


One of the young men playing an im- 
portant part in Washington affairs these 
days is Chester H. McC “all, former editor 
of Credit & Financial Management, who 
is well known to insurance men by rea- 
son of his many contacts with them when 
with the National Association of Credit 
Men. Mr. McCall is now Assistant to 
Secretary of Commerce Daniel C. Roper, 
a post of considerable responsibility for 
a man not yet thirty years old. I am 
told he is handling it with unusual abil- 
ity, too. In addition Mr. McCall is to 
be guiding director of the newly formed 
National Institute of Public Affairs, de- 
scribed as a non-partisan and non- polit- 
ical “laboratory in leadership” for young 
men and women. 

While with the National Association of 
Credit Men Mr. McCall took charge of 
its fire prevention activities; organized 
137 fire prevention committees in that 
many cities throughout the United 
States. He equipped these committees 
with the suggested fire codes of the Na- 
tional Board of Fire Underwriters. An- 
nually they are doing constructive work 
in contacting fire chiefs and mayors in 
their communities. Mr. McCall, also sec- 
retary in the National Fire Protection 
Association of its committee on records, 
traveled the country, making fire preven- 
tion talks. He wrote frequent articles 
on this subject as well as on “Credit and 
Insurance,” hammering home continuous- 
ly to local agents why it was to their 
interest to co-operate with credit men. 

Secretary Roper’s assistant is credited 
with having fathered the first insurance 
report form used by credit men which 
is now in general use, I understand. It 
contains some fifteen detailed questions 
and when properly filled out gives the 
credit man an accurate idea of his client’s 
insurance estate and needs. Mr. McCall 
was also secretary of the life insurance 
group in the credit men’s association, 
served as chairman of its committee on 
public relations, and is the author of a 
book on collection letters recently pub- 
lished. 

Insurance executives with a national 
point of view may be interested in the 
Institute of Public Affairs of which Mr. 
McCall is the director. Starting early 
next year about 100 undergraduates of 
American universities will be selected on 
a basis somewhat similar to the Rhodes 
scholarship plan to spend two or three 
months in Washington, getting first- 
hand experience and study in the pro- 
cedures and processes of the Federal 
Government. In its broadest sense this 
institution is expected to be a laboratory 
for authentic leadership, and following 
the completion of the course of training 

each student’s career will be checked 
conetall by members of the Institute 
staff. 

* * * 
Marriages Increase in Germany 

It is reported that, due to the special 
loans granted to newlyweds in Germany, 
marriages in towns of 15,000 population 
and over have during 1933 increased 25% 
over 1931 and 1932. 

* * * 


Lloyd’s, London, Insures Duck Pond 
Against Fire 

Rightly or wrongly London Lloyd’s has 
acquired the reputation of issuing all 
kinds of freak policies and policies on 
freaks. So why not insure a duck pond 
against fire? It is said to have hap- 
pened in a small village, Wickford, in 
England, where during the last dry sum- 
mer beer was cheaper than water, which 
latter the villagers had to get from a 
reservoir twelve miles away at an ex- 
pense of 15 shillings for a day’s supply. 


There is at Wickford a pond, which 
is used by its owner for the raising of 
ducks, the sale of which is his means 


of livelihood. This pond was inspected 
by the local fire department as the only 
possible source of water supply in case 
a fire should break out in the village. 
The supply of water in the pond was not 
very large and the owner saw his living 


y} Page 17 
C. H. McCall, Secretary Roper’s threatened in case the small supply 


should be used for the fighting of a fire 
and leave his ducks high and dry. He 
inquired from Lloyd’s what would be 
possible in the line of covering this risk 
through insurance and was advised that 
for an annual premium of 3% the pond 
would be insured against such an eventu- 
ality. And so it was done. 
« & @ 

Assekuranz Yearbook for 1934 Is Out 

The fifty-third volume of the well- 
known Assekuranz Jahrbuch, published 
in Vienna and Leipzic and edited by 


Professor Dr. S. J. Lengyell, has just 
been received in the library of the In- 
surance Society of New York. As usual 


the volume starts off with a series of 
treatises on various subjects of interest 
to insurance men and written by authori- 
ties of international reputation, which is 
followed by an extensive bibliography 
listing the leading publications on insur- 
ance matters which appeared in 1933. 
The third part is taken up by statistics 
while the fourth and last consists of a 
number of important laws and decrees 
dealing with insurance. 

Among the treatises a criticism of ex- 
isting automobile tariffs by Dr. Silvio 
Martinoli of Berne, Switzerland, is of 
interest to the automobile underwriter, 
particularly the list of publications deal- 
ing with the subject. Dr. Ernest Stiefel 
of Mannheim, Germany, writes on lia- 
bility insurance. Three articles, chiefly 
of interest to the actuary, follow one 
which deals with the new English mor- 
tality table. Director Andreoli of the 
Swiss Reinsurance Co. writes on “Money 
and Insurance” and adds another valu- 
able contribution to his previous works 


dealing specifically with this problem, 
which is at this time of disturbed cur- 
rencies of absorbing interest. Dr. 


George Schlesinger, Phoenix of Vienna, 
deals interestingly with “Credit Insur- 
ance during the Crisis.” The finai con- 
tribution is by Dr. Weiss of Vienna on 
hail insurance. 
# * * 
German Firebug Conspiracy Trials 
Open 

The first of a lengthy series of trials 
for arson in which more than 60 persons 
are involved began recently at Stettin, 
Germany.. The fires, the perpetrators of 
which it was long impossible to capture 
because of the complicity of property 
owners, were all in the Pomeranian 
countryside. Firebugs, farmers, and 
builders who wanted contracts cheerfully 
co-operated in mulcting the insurance 
offices. The fires continued for six years 

from 1927 to 1933—before the alleged 
leader of the firebugs was arrested. 

In all 131 barns, 16 houses, 64 stables, 
65 sheds, a sawmill, and large quantities 
of grain and implements were destroyed, 


the loss being estimated at some 3,000,- 
000 marks. 
The accused men, of whom the first 


nine are now standing their trial, fall 
into three groups. There are the alleged 
firebugs themselves; the supposed inter- 
mediaries, chiefly builders, carpenters, 
and the like, who are alleged to have 
negotiated them with the owners; and 
the farmers. The alleged leader of the 
firebugs and several other defendants 
were active members of their local vol- 
unteer fire brigades. Other accused men 
were members of the fire brigade survey 
commission which estimated the losses. 
Among the farmers are some whose 
farms were burned down two and three 
times. 

In one village, where a police com- 
mission was sent to investigate the fre- 
quent fires, a detective watched for many 
hours with a telescope from a church 
tower. The firebugs, concealed in a 
barn, were informed of his withdrawal 
at 1 o’clock in the morning; by a whistle, 
and five minutes later the barn was on 
fire. In another case a farmer refused 
payment because a_ threshing machine 
had not been destroyed, as agreed. It 
was stated in evidence early in the trial 
that an accused farmer, annoyed by the 
zeal in fighting the flames of one of his 
laborers, attacked him with a pitchfork. 
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FIRE INSURANCE 





Oklahoma City Oil 
Drilling Opposed 


BAN BY CITY WAS UPSET 


State Supreme Court, However, Refuses 
to Issue Permit; Oil Companies 
to Continue Battle 

Fire insurance companies are deeply 
concerned with efforts being made by 
oil companies to extend their drilling op- 
erations in Oklahoma City because rising 
prices for oil are making increased pro- 
duction profitable. The latter part of 

April Judge W. G. Long of the state dis- 
trict court ruled that the city’s oil zon- 
ing ordinance should be nullified on the 
ground that property owners in one sec- 
tion of the city ought not be denied the 
right to drill when property owners in 
another section had been granted such 
permission. It was decided the city oil 
zoning ordinance would have been held 
valid had it barred all drilling from the 
city. This view has been reversed. 

Last week the Oklahoma City govern- 
ment petitioned for an injunction to pre- 
vent further drilling before the state su- 
preme court’s ruling banning pe rmit for 
the Westgate Oil Co.’s well becomes 
final. It was feared that the well would 
be completed in the meanwhile. The 
Westgate ruling will bring a plea for 
further extension northward of the oil 
drilling zone to permit drilling on the 
Bryant school grounds. 


The Poor School Children 


“Denying the right to drill the well at 
3ryant school will work a hardship on 
the school children of Oklahoma City. 
Oil which is rightfully theirs is being 
drained from school property and schools 
will lose income which they should have 
unless a well is drilled on the Bryant 
grounds,” an attorney declared. 

Majority of the planning commission 
members have said they will not grant 
the extension. An appeal for the drill- 
ing permit may be carried to the highest 
court. 

The Westgate decision last week, re- 
versing district court order for issuance 
of a permit for the well on the north 
edge of the drilling zone, would not be- 
come final until 15 days elapse for filing 
of rehearing motion by the Westgate Co. 

Fire insurance companies have for 
years strenuously opposed extension of 
oil drilling operations in Oklahoma City, 
knowing the fire hazards involved when 
a well goes wild. These efforts have been 
successful generally but at the present 
time oil companies are using every means 
to secure permission to drill, knowing 
that oil is to be found under city prop- 
erty. The court order last month cre- 
ated a potential field for drilling north- 
ward nearly two miles between the north 
edge of the Oklahoma City field on 
Southeast Fourth Street and Northeast 
Twenty-sixth Street, about a mile east 
of the state capitol. On the west the 
area is bounded by the Santa Fe tracks, 
which divide the city. 

In a conference with a committee rep- 
resenting the Oklahoma City Council, 
Manager C. T. Ingalls of the Oklahoma 
Inspection Bureau make it plain that no 
change could be made in fire insurance 
rates in the city oil field, regardless of 
the fact that favorable experience was 
revealed by a recent survey authorized 
by the council. He stated that current 
charges are nominal and in line with 
the general practice of rating, and that 
there is no reason for making any 
change. A proposal to force oil com- 
panies to pay the additional fire insur- 
ance premiums for hazards which they 
have created in this area, on residential 


and industrial property, by locating 
wells within the city limits, resulted in 
submitting the question to the city at- 


torney for an opinion as to its legality. 


Separation No Cure-All, 
Ralph Rawlings Says 


SPEAKS AT BUREAU MEETING 





Believes Program of Association Com- 
panies May Lead to Formation of 
a National Bureau 





Ralph Rawlings, president of the Mon- 
arch Fire of Cleveland and also president 
of the Western Insurance Bureau, plainly 
refuses to believe that separation of 
mixed agencies is a major issue as far 
as improving the standard of fire insur- 
ance is concerned. Speaking Tuesday at 
the annual meeting of the Bureau at 
Rye, N. Y., Mr. Rawlings said he is not 
allowing himself to be alarmed by state- 
ments that the fire insurance business in 
this country is going from bad to worse 
and that the future has no silver lining, 
and he is not convinced that separation 
is going to achieve anything constructive. 

Concluding his brief address to the 
Bureau, President Rawlings declared 
that the members of the Bureau must 
continue to stand together and co-op- 
erate in upholding their standard to the 
insurance world. “With this co-opera- 
tion,” he said, “we would not be sur- 
prised to see the new separation fight 
force the formation of a bigger and bet- 
ter Western Insurance Bureau or per- 
haps a National Insurance Bureau.” 

Following is Mr. Rawlings’ talk prac- 
tically in full: 


Question Up at Regular Intervals 

“The cure-all for the afflictions now 
troubling our business is separation—ac- 
cording to the prophets. The same ques- 
tion of separation has been before us for 
almost as many years as we can remem- 
ber. Like the financial charts showing 
periods of prosperity and depression, a 
graph would show it recurring at almost 
regular intervals—1910, 1914, 1922, 1929 
and 1934. 

“T am not going to try to recall the 
numerous changes where companies 
joined one or the other of the organiza- 
tions, or changed their affiliations en- 
tirely. I am just wondering, however, 
what the net result of this continuous 
disturbance has been. As far as I can 
see the agency situation is much the 
same today as it was in the past. The 
volume of premiums written through the 
American agency plant still seems to be 
distributed among the companies based 
on their financial resources. Many agents 
today still resent being told just what 
companies they may or may not repre- 
sent, while others are so completely con- 
vinced of the value of a large company 
organization in absolute control of their 
business that they are firm supporters of 
the separation movement. 

“Separation as a movement should be 
viewed calmly and dispassionately and 
must survive on the merits or the good 
it accomplishes. It is again a primary 
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Home owners and landlords through- 
out the nation are advised by the 


Alliance national advertising this 


“ASK THE ALLIANCE MAN” 


about Rent Insurance. 





THE ALLIANCE INSURANCE COMPANY 


OF PHILADELPHIA 
Head Office: 1600 Arch Street, Philadelphia 














HARRY A. LOGUE IS DEAD 





Prominent Pittsburgh Agent Dies from 
Attack of Pneumonia; Formerly 
with Logue Bros. & Co. 

Harry A. Logue, a well-known and 
highly respected Pittsburgh 
agent and for years treasurer 
sros. & Co., Inc., before he resigned to 
open his own office, died last Thursday 
from pneumonia at the age of 600 years. 
At the time of his death his wife was 
also seriously ill with pneumonia. Fu- 
neral services were held Sunday with in- 
terment in the United Cemetery, West 

View. 

Born on a farm in Pennsylvania on 
November 28, 1874, Mr. Logue went to 
Pittsburgh after attending high school 
in West Freedom. He took courses at 
Duff’s Business College and in 1889 with 
his brother Charles M. entered the prod- 
uce business in Pittsburgh. Eventually 
the brothers created the firm of C. M. 
Logue & Brother, which became one of 
the city’s leading insurance agencies. 
Mr. Logue was for many years a mem- 


insurance 
of Logue 








ent 








J. A. Kexsey, President 


OTHER LIABILITIES : 
CONTINGENCY RESERVE . 
NET SURPLUS . . . . 
*TOTAL ASSETS . ° 








STANDARD 


INSURANCE COMPANY 


of NEW YORK 


Head Office: 80 John Street, New York 
G. Z. Day, Vice-President 


Statement December 31, 1933 
CAPITAL. e e 
PREMIUM RESERVE . ‘ ‘. 


tee 


C. L. Henry, Secretary 








. . ° . $1,500,000.00 
: . . . 1,226,193.71 
. . ° ° 221,955.00 
. ° ° ° 479,739.13 
. ° . . 2,204,808.07 

. . . 5,632,695.91 


*New York Insurance Department Valuation Basis. 





ber of the Pennsylvania National Guard 
and served in the Spanish-American 
War, rising to the rank of battalion ad- 
jutant. He was also a member of the 
Chamber of Commerce, the Insurance 
Society of Pittsburgh, the National Fire 
Protection Association and several clubs 
and fraternal organizations. Surviving 
Mr. Logue are his widow, his mother, 
four sisters and a brother. 

At the present time Edward A. (Ted) 
Logue, nephew of the deceased, and son 
of the late C. M. Logue, is resident sec- 
retary of Logue Bros. & Co., Inc. and 
supervises the fire department. W. Ray 
Thomas is president of the agency which 
is nationally known because of the large 
sprinkler business which it did. 





N. Y. Exchange Outlines 


Defenses to Law Suit 
Harold M. 


Hess, manager of the New 
York Fire Insurance Exchange, _ this 
week gave some indications of the de- 
fenses to be offered to the suit brought 
by Murphy & Jordon, Inc., an agency, 
charging that the Exchange is not a rat- 
ing organization and cannot rule on 
commissions. Mr. Hess says that while 
he admits that the Exchange is not a 
rating body within the contemplation of 
the rating section of the Insurance Law, 
nevertheless it functions as the New 
York City division of the rating organi- 
zation in all matters pertaining to rates 
and rate-making. 

Gilman & Unger, counsel for the Ex- 
change, said this week that the Exchange 
believes that amendments to the agree- 
ment having to do with the control of 
acquisition costs are justified and legal. 





38% PASS AGENTS’ TESTS 


Twenty-six applicants for local agents’ 


licenses took the qualification examina- 
tions of the New York Insurance De- 
partment in New York City on May 10. 
Of these ten passed and sixteen failed. 
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Globe & Rutgers Announces 
Program for Rehabilitation 


Supreme Court Approves Submission of Plan for Payment of 
Debts to Creditors; Three Issues of Preferred Stock 
Contemplated; Many Creditors Already Approve 


The Globe & Rutgers on Wednesday 
of this week announced its new: plan of 
rehabilitation which will enable it to pro- 
vide for the settlement of its debts and 
to resume its insurance business. The 
plan was developed in conjunction with 
Insurance Superintendent George S. 
Van Schaick and under aid given by the 
Reconstruction Finance Corporation of 
Washington. Its promulgation has been 
approved by Justice Alfred Franken- 
thaler of the New York State Supreme 
Court and by the Insurance Department. 
On Wednesday counsel for the company, 
the Department, the R. F. C. and nu- 
merous creditors were present in court 
and no opposition was offered to the 
plan. Members of the Insurance De- 
partment, which has had the company 
under control for rehabilitation for more 
than a year, stated unofficially that they 
believe the plan will be approved by 
creditors and that the company, upon 
resuming business, will have ample cap- 
ital and surplus. 

The plan provides that the principal 
amount of all claims up to $500 will be 
settled in full in cash. The principal 
amount of claims over $500 will be paid 
one-half in cash, with a minimum pay- 
ment of $500, and the remainder in sec- 
ond preferred stock, with scrip for frac- 
tional amounts. Over 95% of the 350,000 
creditors are in the less than $500 class. 

Creditors Being Notified 

The company is now notifying its 
creditors of the plan and is seeking as- 
sents to it from those whose claims are 
in excess of $500. Marsh & McLennan, 
one of the leading New York insurance 
brokerage houses, who represent some 
of the largest creditors, have agreed to 
go along with the proposed plan. 

The Reconstruction Finance Corpora- 
tion has agreed in effect to convert up 
to $3,500,000 of its secured loan of $10,- 
000,000 to the company into first pre- 
ferred stock, provided creditors accept 
at least a like amount of second pre- 
ferred stock as part payment of their 
claims. This will release all cash and 
substantial amounts of liquid securities 
now held by the R. F. C. as collateral 
and such cash and securities will then 
be available for the payment of claims 
of creditors. The balance of the R. F. C. 
loan to the company will be refunded or 
extended. The company hopes to be 
able to go to court to ask for release 
from control by the Insurance Depart- 
ment within a month or six weeks. 

An issue of junior preferred stock in 
the amount of $500,000 has already been 
subscribed for the purpose of placing 
new capital in the company to make it 
possible to carry out the plan. 

The plan contemplates the creation al- 
together of three issues of preferred 
stock in the newly organized company. 
The first preferred stock, bearing $4 cu- 
mulative dividends, will be purchased by 
a corporation created for that purpose, 
with funds advanced by the R. F. C. The 
second preferred stock, bearing $5 cu- 
mulative dividends, will be held by cred- 
itors, provided they assent to the plan 
and it is declared operative. The third 
preferred stock has been created for the 
$500,000 paid-in new capital. 

To Cut Par Value of Common Stock 

The company has been strengthened 
by the introduction of new interests in 
its management. The .Tri-Continental 
Corporation some months ago purchased 
a substantial part of the company’s com- 
mon stock, and has been active in the 
development of the plan. 

The holders of common stock have 
been asked to consent to the reduction 
of the par value of the outstanding cap- 


ital stock from $25 to $15 per share, and 
to forego their rights to dividends until 
the first and second preferred stocks 
shall have been retired. The market 
price of the common stock has between 
$40 and $50 a share this week. 

The capital of the Globe & Rutgers at 
the time it was taken over for rehabili- 
tation amounted to $2,000,000 in common 
stock. If the par value is reduced from 
$25 to $15 a share, the common stock 
capital will be lowered to $1,200,000. 
Added to this will be the $3,500,000 first 
preferred stock, between $3,500,000 and 
$4,500,060 of second preferred stock and 
$500,000 of junior preferred stock, mak- 
ing a total of between $8,700,000 and 
$9,700,000. When outstanding claims 
have been paid in cash and stock the 
company will have ample surplus in ad- 
dition to the capital with which to renew 
business according to reports. In the 
last year about $10,000,000 in cash has 
been realized through the sale of invest- 
ments. 

The statement of the company urges 
its creditors to assent as promptly as 
possible to the plan, pointing out that 
the only alternative is liquidation. The 
statement said: 

Success of Plan Means Prompt Payment 
of Claims 

“It will be the policy of the company 
if the plan is consummated, to pay all 
claims promptly after the determination 
thereof, but such payments can only be 
made if the benefits of the subscription 
of new capital and of the agreement 
with the Reconstruction Finance Corpo- 
ration are obtained, and these can only 
be obtained if creditors accept part pay- 
ment in second preferred stock to make 
it possible to declare it operative. 

“The alternative to the plan is liquida- 
tion of the company by the Superinten- 
dent of Insurance and foreclosure by the 
k. F. C. of its loans. Experience shows 
that such a process of liquidation would 
take a considerable period of time, esti- 
mated at from three to five years. This 
delay would be occasioned by the neces- 
sity of: (1) disposing of certain of the 
assets of the company gradually, if sac- 
rifices of the creditors’ interests are to 
be avoided; (2) establishing through 
formal legal procedure the amount of all 
claims against the company, pertaining 
both to its domestic business and its 
operations in many foreign countries ; 
and (3) litigating various undetermined 
questions respecting the basis for the 
settlement of claims, such as the ques- 
tion of whether return premiums on 
cancelled policies are to be computed on 
a ‘short rate’ or a ‘pro rata’ basis. The 
company will make payment of these re- 
turn premiums to assenting creditors on 


a ‘pro rata’ basis, which is the basis 
more favorable to the creditors. 
“It is estimated that if the company 


were forced into liquidation a delay of 
eighteen months or more would in all 
likelihood occur before creditors could 
expect to receive even the first payment 
on their claims. 

“Consummation of the plan of rehabil- 
itation, on the other hand, will mean 
early payments to creditors, as stated in 
the plan. That creditors will unques- 
tionably prefer the settlement offered 
by the plan to the slow process of liqui- 
dation is indicated by the fact that hold- 
ers of claims aggregating more than $4,- 
000,000 who have been informally ap- 
proached, have already given their ten- 
tative approval of the plan. 

“The arrangement with the Recon- 
struction Finance ‘Corporation, which 
converts its loans in part and refunds or 
extends the balance, will release all cash 


held by it, amounting as of April 30, 1934 
to over $7,100,000, as well as substantial 
amounts of liquid securities, both of 
which are now held as collateral. The 
cash and securities so released will be 
available for the payment of the claims 
of other creditors.” 
Number of Claims Total 350,000 

As the result of the negotiations car- 
ried on during the past ten months for 
the completion of the plan, the company 
when reorganized will be able to pro- 
vide for the settlement of upwards of 
350,000 claims and to re-enter the fire 
insurance field. The company is now 
notifying its 350,000 creditors of the new 
plan. The vast majority of these cred- 
itors have individual claims of $500 and 
less. 

The State Insurance Department has 
been assured that the company’s man- 
agement will be satisfactory and _ its 
financial, investment and wmderwriting 
practices will meet with the Depart- 
ment’s approval. This is the first fire 
insurance company to be handled in re- 
habilitation. If the creditors of the com- 
pany whose co-operation is essential to 
put the plan in operation give the nec- 
essary assents and the company is re- 
habilitated, the action of the legisiature 
in enacting the rehabilitation statute will 
have been further justified for a com- 
pany which otherwise would have been 
liquidated will resume its position as an 
active insurer. 

In Rehabilitation Over a Year 

The Globe & Rutgers was taken over 
by the New York Insurance Department 
in March, 1933, for rehabilitation after 
its assets had declined so rapidly as to 
threaten its solvency. The company suf- 
fered through depreciation in the mar- 
ket value of investments and also be- 
cause many policyholders, seeing the 
rapid downward trend of stock and bond 
prices early last year, cancelled their in- 
surance and asked ior immediate pay- 
ment of return premiums in cash. The 
company would have been able to meet 
these demands only by liquidating in- 
vestments at extremely low prices. 

Last summer it was thought for awhile 
that rehabilitation plans, similar in many 
respects to the present plan, would be 
successful. However, the Insurance De- 
partment then was opposed to the pro- 
peosals, saying that the company had not 
reformed its investment policies by sell- 
ing securities which the Department held 
to be too highly speculative for the 
safety of policyholders. Now the De- 
partment is satisfied with the financial 
set-up of the company. 

No announcement will be made for the 
present with respect to any new officers 
of the Globe & Rutgers. It is considered 
more than possible that someone will 
succeed E. C. Jameson as president. Mr. 
Jameson has headed the company for 
more than thirty years and contributed 
to its expansion from a company with 
less than $1,000,000 to assets to a na- 
tionally known imstitution with assets in 
excess of $100,000,000 a few years ago. 


N. Y. AGENTS MEET NEXT WEEK 


State Association to Hold Fifty-second 
Annual Convention at Rochester, 
May 21-23 

Rochester, N. Y., is all prepared now 
for the fifty-s« cond annual convention of 
the New York State Association of Lo- 
cal Agents, Inc., which will be held at 
the Hotel Seneca on next Monday, Tues- 
day and Wednesday, May 21-23. Due tp 
the activities of the Underwriters Board 
of Rochester it is expected that this 
convention will be one best attended in 
many years. The program for Monday 
includes a meeting of the state asso- 
ciation executive committee with the di- 
rectors in the morning and a joint meet- 
ing of the state officers with local board 
officers in the afternoon. That evening 
there will be the get-together smoker 
and buffet smoker for the men. Roy A. 
Duffus is chairman of the entertainment 
and banquet committee and Mrs. Wel- 
lington (Duke) Potter heads the ladies’ 
entertainment committee. 

Tuesday calls for the regular business 


N. Y. Fire & Marine 
Golf Ass’n Tournament 


WILL BE HELD NEXT MONTH 


Association Celebrates Twentieth Anni- 
versary This Year; Four Cups 
to Be Presented 


The New York Fire & Marine Insur- 
ance Golf Association is making arrange- 
ments to celebrate its twentieth anniver- 

sary with another of its popular golf 


tournaments during the latter part of 
June. The exact date and place will be 
announctd shortly. This organization 
was founded in 1914 in the New York 
insurance offices of former United States 
Senator Joseph S. Frelinghuysen, presi- 
dent of the Stuyvesant and a director of 
the Globe & Rutgers and three of the 
four officers selected at that time are 
still holding office. They are President 
Harry W. Barley, Treasurer Edward 
Gallagher and Secretary W. T. Glenney. 
Vice-President E. Leon Lewis is the 
second incumbent of that office. 


In these last twenty years the asso- 
ciation has had an average membership 
of over a hundred each year. There are 
a number of well-known insurance men 
who have supported the organization for 
the entire twenty years even though they 
have been unable to attend any of the 
tournaments. To them the association 
is this year extending an invitation to 
be guests of honor. 


Four cups will be contested for at the 
tournament next month. These are: 

The championship cup, presented by Wallace 
Reid. This cup is won each year by the one 
making the lowest eighteen hole gross score in 
morning competition, to be held for one year 
but to become the permanent property of any- 
one winning it three times. The present holder 
of this cup is H. H. Kraemer. 

Senior championship cup, presented by A. 
Duncan Reid, open to ~~ who are fifty 
years of age or over, 18 holes medal play, han- 
dicap. Lowest net score of day. The present 
holder of this cup is H. L, Glidden. 

President’s cup, presented by Harry W. Bar- 
ley, open to all ages and classes. 18 holes medal 
play, handicap, lowest net score of day. The 
present holder of this cup is D. St. C. Moore- 
head. 

Team championship cup, presented by “Bill” 
Hadley. Team to consist of two men _ repre- 
senting ciny insurance organization. Present 
holder Newhouse & Sayre, Inc. 


Dues for the current year should be 
paid now and Secretary Gallagher has 
asked all members to pay promptly. 





convention. At 8:00 
A. M. there will be fire and casualty 
breakfast conferences and two hours 
later the first general session will be held 
at which time the reports of President 
Warren M. Gildersleeve and other of- 
ficers will be presented and subjects of 
importance discussed. Following lun- 
cheon there will be an executive session 
for the consideration of several problems 
and election of officers for 1934-35. The 
annual banquet is scheduled for that 
evening, with Insurance Superintendent 
George S. Van Schaick and President 
Allan I. Wolff of the National Associa- 
tion as the principal speakers. After the 
speaking there will be entertainment and 
dancing. 

On Wednesday morning 
meetings of the executive committee and 
the new board of directors. The con- 
vention committee of the association, 
composed of Rochester agents, includes 
the following: Thomas A. Sharp, gen- 
eral chairman; Chester C. Champion, 
Theodore M. Childs, Roy A. Duffus, 
Frank J. Eaton, James H. Farrell, Fol- 
lett L. Greeno, Robert M. Markin, 
Charles H. Tuke, Henry E. Weisenbeck, 


sessions of the 


there will be 





Louis Hawes and Mrs. Wellington 
Potter. 
PHILA. NATIONAL AGENTS 


The Philadelphia National has ap- 
pointed Bischoff & Cook, Inc., as New 
York metropolitan managers of the auto- 
mobile department. Harry L. Bischoff 
and William N. Cook have been asso- 
ciated in the agency business for the 
last seventeen years. 








Page 20 





Defends Separation 
At Illinois Meeting 


E. A. HENNE ADDRESSES AGENTS 





Number of Important Subjects Discussed 
at Mid-Year Meeting of Illinois 
Association 

Several resolutions of importance fea- 
tured the mid-year meeting of the IIli- 
nois Association of Insurance Agents at 
Bloomington last week. From the open- 
ing gavel by President Alvin S. Keys 
of Springfield and his interesting ad- 
dress to the farewell at the banquet the 
session was interesting and valuable. 

Mr. Keys paid particular attention to 
the effect on the business of local agents 
that the government’s program of public 
aid is having, particularly through the 
Home Owners Loan Corporation and the 
Federal Land Banks, and chided some of 
the large companies for taking group 
business from these organizations. 

The most important resolutions en- 
dorsed the insurance producers code; 
pledged support to Insurance Director 
Palmer and memorialized the governor 
to sponsor larger appropriations for the 
Insurance Department; endorsed the 
federal legislation now pending that 
would require banks to purchase insur- 
ance only from duly licensed carriers in 


their home states, and commended Mr. 


Palmer for his ruling against fictitious 
automobile fleets. ee 

The Insurance Federation of Illinois 
held its annual meeting during the after- 
noon and also adopted several important 
resolutions including one urging the 
passage of the federation legislation 
above mentioned, Senate Bill 2915. 

Membership Increases 

Frank M. Chandler, chairman of the 
agents’ membership committee, reported 
total membership of 32 as compared to 
304 on May 1 and 301 last September. 

Mark I. Hall reported for the farm 
committee and sponsored a_ resolution 
which was adopted authorizing a com- 
mittee to take steps to have the local 
agents recognized on property that is 
taken over by the various governmental 
lending agencies. ; 

W. Herbert Stewart, chairman ol the 
casualty committee, urged the companies 
to adopt an equitable rating plan that 
will relieve the other casualty lines of 
the burden of the excessive compensation 
losses. 

Wellington Potter Speaks 

Wellington Potter, energetic and en- 
thusiastic local agent of Rochester, N.Y.,, 
appeared on the program twice, during 
the morning to tell how his local board 
handles co-operative advertising and the 
insurance on Catholic churches in that 
vicinity, and during the afternoon to give 
the agents some valuable pointers on as- 
sessment mutual competition, a subject 
that he is especially well versed in. | 

He said that in Rochester the Catholic 
Church insurance is handled through a 
special committee of the local board and 
that local agents in the various small 
towns are recognized. He recommended 
co-operative radio advertising both to 
develop good will and to further the 
campaign against mutuals. He urged the 
association to send speakers to newly 
formed local boards. 

Stewart Zankhart of Osborne & 
Lange told of the so-called failure of the 
uniform definition of marine underw riting 
powers, and urged one form for furriers’ 
policies. Rockwood Hosmer, chairman 
of the board of the association, told of 
the problem in obtaining adequate insur- 
ance coverage for the drastic Illinois 
dram shop act, and asserted that the 
form recently announced by the National 
Bureau of Casualty and Surety Under- 
writers is so burdened with exclusions 
that it barely gives protection and as- 
serted that the only adequate form yet 
introduced is that of London Lloyds. 

k. T. Nelson, Special Deputy Insurance 
Director, gave the cheering news that 
delinquent balances in the state have de- 
clined about $1,000,000 since last October 
when they totaled $2,500,000, and that 
there are only 2,500 delinquent agents 
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and brokers at the present time com- 
pared with 4,000 last October. He said 
that the Department has adopted the pol- 
icy of not issuing licenses to delinquents 
until they have made arrangement for 
liquidating the past due premiums, and 
that as a result of the improvement the 
Department now is requiring reports of 
delinquents only semi-annually as com- 
pared to quarterly previously. 

Anton Johanson, member of the IIli- 
nois Industrial Commission, represented 
Peter J. Angsten, chairman, and told of 
the improvements in handling compensa- 
tion claims. Other speakers included 
Jay S. Glidden, manager of the Chicago 
Board, who warned that the govern- 
ment is encroaching too much on busi- 
ness and predicted a struggle to get back 
the freedom of business; and Elmer C. 
Anderson, president of the Surety Un- 
derwriters Association of Illinois, who 
gave a lucid description of the problem 
now before the state in bonding public 
officials and why the companies have 


withdrawn from the field. He urged the 
agents to get behind House bills 167 and 
168 before the legislature to rectify the 
situation. 

Besides E. A. Henne, president of the 
Western Underwriters Association, on 
the banquet program were Ernest Palm- 
er, Director of Insurance, and Allan I. 
Wolff, president of the National Asso- 
ciation of Insurance, both of whom spoke 
informally. 

Henne on Separation 

Local agents were reminded that prac- 
tically the same motives, aims and con- 
ditions that caused them to form their 
own trade association caused the com- 
panies to form a trade association for 
their individual problems, and that the 
agents themselves have used the princi- 
ple of separation in their work in the 
past, in the address by Mr. Henne, who 
is also vice-president of the America 
Fore group of companies. He said in 
part: 

“You belong to your local association 
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|| Who says it can’t be 
| sold? 


When you sell collision insurance you meet 
three objections: “I'm a careful driver: I'll 
collect from the other fellow: full coverage 
Here are the answers: 


| Less than 45% of automobile accidents involve two 
| cars. If your client has one of the 55% accidents, who'll 
pay the damage if he has no collision insurance? 


Only 25% of the car owners in America carry property 
damage insurance. If your client has a collision with 
one of the 75% he'd probably have to sue to pay for 
his damage—unless he has collision insurance. 


Research reveals that the fault is indeterminable in 
nearly half of all automobile collisions. Without wit- 
nesses, in his car, who'd pay the repair bill?—unless he 


Many collisions are the fault of pedestrians. If your 
client damages his car in dodging a careless child or a 
jay-walker, who'll pay his bill?—unless you've had the 
forethought to sell him collision insurance. 


By selling $50 deductible collision in combination with 
automobile glass insurance you offer a near-complete 
coverage at a reasonable price. 
gested advertising campaign on collision. No obliga- 
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because you realize that every man Owes 
that debt to his business which can only 
be paid through personal service. 

“Because you believe that the man who 
serves his business through active par- 
licipation in organization work will de- 
velop his own power and broaden his 
own views. 

“Because you believe it affords oppor- 
tunity to work for conditions that you 
have long hoped for. 

“Because you profit in dollars and 
cents both directly and indirectly from 
the work of the organization and in per- 
sonal satisfaction in working toward a 
goal that is not entirely in range of self. 
interest. 

“Because your membership indicates 
sympathy with organized effort to im- 
prove conditions in the business you are 
engaged. 


Feels W. U. A. Justified 


“These reasons as well as others which 
I may mention as applying to justify 
your membership in your agents’ associa- 
tion apply with equal force and justifi- 
cation for companies belonging to asso- 
ciations holding as their objective the 
betterment of business through the ob- 
servance of correct practices in their 
contact with their agents and the public. 
“Fae Western Underwriters Associa- 
tion is a voluntary organization for the 
purpose of promoting reforms in under- 
writing, control of expenses, stabilization 
and ethical conduct of business. That 
the organization and its predecessor— 
Che Union—as well maintain these prin- 
ciples is best evidenced by the minimum 
of disturbance that exists in our busi- 
ness. It must be admitted that there are 
occasional infractions in any organiza- 
tion where individuals hold divergent 
views. But notwithstanding thése ad- 
nussions of our shortcomings the struc- 
ture of our organization is well main- 
tained and the voluntary observance of 
its rules is commendable. 

“Much has been said since our recent 
annual meeting, and previous to that the 
meeting held by our chief executives in 
the east, regarding the decision to the 
clearance of agencies in large cities. 
From the talk that has been going on | 
am convinced that there is considerable 
misunderstanding and certainly there is 
a great deal of rumor and speculation 
entirely unjustified. This movement is the 
result of long and careful deliberation 
and there is no unjustified motive in the 
declaration of this principle which itself 
Is unquestionably sound, and on_ this 
question of principle I can well recall 
the Milwaukee declaration of the Na- 
tional Association of Insurance Agents. 
I can well recall the naming of a num- 
ber of companies by the National Asso- 
ciation of Insurance Agents not subscrib- 
ing to certain principles of the National 
Association. 

“I know it to be a fact that in many 

ot your local boards there are fleet rules 
that require representation of all mem- 
ber companies of a fleet to be domiciled 
only in agencies members of your local 
board. So it cannot be said that the 
Western Underwriters Association has a 
monopoly on the subject of separation. 
_ “But to get back to my original sub- 
ject, | want to emphasize that in so far 
as the companies are concerned it is their 
desire that this question be worked out 
by co-operation with the agents and 
finally the choice must be made by the 
agent. If there are unfavorable results 
you can be sure they will not be initiated 
by members of the Western Underwrit- 
ers Association. And I want to assure 
you that it is our desire to meet this sit- 
uation on a friendly basis and so far as 
it is consistent for accomplishment of 
this principle and our purpose we shall 
arrange not only to confer with the 
agencies interested, but will also give full 
consideration to all of the interests in- 
volved in establishing a principle that 
has enabled us to build our organization 
to its present influence and at the same 
time materially aided you in building 
your National Association of Insurance 
Agents to the position of influence it 
occupies today.” 
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Rawlings Hits Separation 


(Continued from Page 18) 


° 
issue in the minds of the companies and 
the agents. Perhaps it can serve some 
purpose, but when I find the following 
list of recommendations in its favor | 
can hardly suppress a chuckle: 

What Separation Might Accomplish 

“a—A cure-all of the evils of the busi- 
ness. 

“b—The companies will have no fur- 
ther trouble with collection of premiums 
or increases in business. 

“c—It will automatically increase all of 
the insurable values in the United States, 
with a resultant increase in premiums to 
the separating companies. 

“d—It will increase the health of the 
employes of the separating companies so 
that twice as much efficiency can be ex- 
pected. 

“e—It will solve all of the political 
problems of the government and elimi- 
nate the troublesome codes which seem 
to be affecting other industries. 

“f—It will be a good topic of conver- 
sation for some time to come. 

“The paragraph “f” above is one of 
my own ideas and is probably the only 
one in the list which can be actually 
supported by facts, figures or history. 

Little Difference in Commissions 

“Now separation is being proposed in 
the large cities. It is frankly admitted 
by everyone that commissions in the 
large cities are absolutely on the same 
basis, with a few minor exceptions. 
These exceptions are just as likely to 
occur in the Association ranks as in the 
ranks of the Bureau and non-affiliated 
companies; therefore the logical and 


THOMAS W. HOOKER DIES 





Prominent Hartford Agent Passes Away 
at Age 63; Descendant of Founder 
of City 

Thomas Williams Hooker of Hooker 
& Butterworth, insurance agents of 
Hartford, Conn., died Tuesday at the age 
of 63 years. He was a brother of the 
late Mayor Edward W. Hooker and a 
lineal descendant of the Rev. Thomas 
Hooker, who founded Hartford 300 years 
ago. He had been in poor health since 
a fall in August, 1932. Death was due 
to coronary thrombosis. 

Mr. Hooker was born in Hartford, 
May 10, 1871, the son of Bryan Edward 
Hooker of Bristol and Hartford, and 
Martha Huntington (Williams) Hooker 
of East Hartford. Among his ancestors 
were John Howland, who came over on 
the Mayflower, and Thomas Welles, 
Governor of Connecticut in 1655. 

Mr. Hooker resided during most of his 
life in Hartford. After leaving the Hart- 
ford Public High School he devoted a 
year to study in Germany. Upon his 
return he was associated with his father 
in the woolen business at Broad Brook 
and in Chicago. After the death of his 
father he returned to Hartford and en- 
tered the insurance business. 

Mr. Hooker was a former member of 
the staff of the First Company, Gov- 
ernor’s Foot Guard. He was a member 
of the Society of Colonial Wars, the Or- 
der of Founders and Patriots of Amer- 
ica, the Sons of the American Revolu- 
tion, the Society of Descendants of the 
Founders of Hartford, the Colonial Or- 
der of the Crown and the Hartford Golf 
Club. 

Mr. Hooker married Loua Catherine 
Bedell January 30, 1908. She survives 
him, as do two sons, Thomas Bedell 
Hooker and Bryan Edward Hooker. 


JERSEY CITY BOARD MEETS 
The Underwriters Association of Hud- 
son County, N. J., held a well attended 
meeting Monday evening at Rickhey’s 
restaurant in Jersey City. Over 125 
members and guests were present. Har- 
vey W. Nelson of Jersey City, chairman 
of the membership committee of the Na- 
tional Association, spoke briefly and a 
talk was given on arctic exploring by a 
former member of Byrd’s expedition. 





moral reasons for separation in these 
cities seem to be out of the picture un- 
less the Association for separation can 
pin some other offense on the Bureau 
and non-affiliated companies. They are 
endeavoring to do this by accusing such 
companies of bad rate practices and 
forms. Their point is not well taken, 
for the companies appearing on the large 
risks seem to be very well divided as to 
affiliation, and all of them are evidently 
securing the business on an equal basis. 

“The agent who looks at this matter 
from a broad view point can see only one 
answer to the question. There is no 
differential in commissions at the pres- 
ent in the large cities, but after separa- 
tion is enforced there ‘might be a reduc- 
tion in the commissions paid to those 
agents who elect to represent the Asso- 
ciation companies. Therefore in this 
case the logical and moral reasons for 
separation will be accomplished after 
separation has taken effect. It seems 
rather like putting the cart before the 
horse, and there is a secret feeling that 
party lines would not be so well estab- 
lished by announcing the program first 
rather than after the agents have select- 
ed their affiliations. 

“The leading minority group in the in- 
surance field has been the Western In- 
surance Bureau. Since 1910 this organ- 
ization has always fought for the right 
of an individual agent to select the com- 
panies best fitted to serve his needs. In 
this long struggle the Bureau has been 
assailed from all sides, but they have 
maintained their — throughout.” 





Will Paitin Legion 


Memorial Square June 9 
American 


The Insurance Post of the 
Legion is holding a special meeting next 
Tuesday to complete arrangements for 
the dedication on Saturday, June 9, of 
Legion Memorial Square, which is 
formed by the intersection of Maiden 
Lane and Liberty Street just east of the 
Great American building and in front 
of the America Fore building. The cere- 
monies are scheduled to begin at 12:30 
o'clock and will be preceded probably by 
a parade of Legionaires, which will start 
at Bowling Green. Most buildings in the 
insurance district are to be decorated 
with the national colors. The area to be 
dedicated was named Legion Memorial 
Square by action of the New York City 
Board of Aldermen last December. Nu- 
merous outdoor insurance meetings are 
held there. 

The Insurance Post meeting next Tues- 
day evening will be held at the Hidden 
Inn, just east of Broadway on Ann 
Street. Dinner will be served free to all 
members of the post, it is announced. 





Agents on Separation 


(Continued from Page 1) 


take a definite stand in favor of separa- 
tion in order to throw its influence 
ayainst the spread of competitive branch 
offices Mr. Bennett says: “Why should 
the National Association voluntarily act 
on a matter which the companies have 
decided among themselves, without so 
much as by your leave? We are not and, 
| venture to predict, will not be com- 
mitted to any company organization un- 
til such company organization can estab- 
lish a quid pro quo.” 

It is the opinion of Mr. Bennett also 
that the association companies are not 
going to increase the number of branch 
offices, although Mr. Bair in his remarks 
did not view kindly the action of the 
Firemen’s, a Bureau company, in open- 
ing a branch office in St. Louis. 

“Nor do I think the branch office 
threat is serious in this connection,” says 
Mr. Bennett. “The organization com- 
panies have entered into this thing with 
their eyes open. They recognize that 
they are going to lose some business. It 
is not to be denied that there are strong 
non-organization companies. Where they 
are thrown out of an agency, reprisals 
are to be expected. But the fact re- 
mains that the organization companies 
do by far the majority of the business, 
and the only hope for a happy outcome 
will be in a fair readjustment. 

“If any company loses its agency plant 
and fails to find another satisfactory one 
nobody could expect it to retire from 
any given city. If it must set up a 
branch office to obtain its just share of 
the business it will do just that thing. 
3ut I am convinced that if a redistri- 
bution of the business through agencies 
is possible, no company is going to want 
to increase its costs through the expen- 
sive branch office method.” 


Louis J. Rice Re-elected 
Head of Brokers’ Ass’n 


The directors of the Insurance Bro- 
kers’ Association of New York, Inc., re- 
clected Louis J. Rice of Hagedorn & Co., 
as president of the Association for an- 
other year at a luncheon meeting held 
at the Machinery Club on May 10. Re- 
elected with Mr. Rice were the follow- 
ing officers: George P. Nichols, of 
Gaines, Silvey & Nichols, Inc., first vice- 
president; Lyman E. Thayer, of Brown, 
Crosby & Co., Inc., second vice-presi- 
dent; Carlton O. Pate, of Pate & Robb, 
treasurer; and Walter J. Mosenthal, of 
H. Mosenthal & Son, Inc., secretary. 

Mr. Rice, in responding to the vote of 
the directors, emphasized his hope that 
even more progress would be made this 
coming year than was made in the year 
just past and expressed his keen appre- 
ciation of the co-operation that had been 
afforded him by everyone connected 
with the organization. 





NEW TIMES— NEW METHODS 


but the Fundamental Ideals of Protection Prevail 


Every business is facing changing conditions. Yet 
these changes of past and present but serve to 
reveal the fact, that in the field of sound insur- 
ance, fundamental ideals of protection prevail. 

Through good times and bad, this legal reserve 
stock company has rigidly adhered to certain basic 
principles. Underwriting must be sound. Assets 
must be invested for safety of principal rather 


than rate of return. And management must be 


economical. 


Automobile owners—both individual motorists 
and fleet owners—are finding that these policies 
provide the type of security they demand, and 
with this increasing appreciation comes a growing 
prosperity for this company and its representatives. 


AMERICAN MOTORISTS 


INSURANCE COMPANY 


James S. Kemper, President 


Capital 
$650,000 


Assets over 
$4,300,000 


Home Office: Chicago, U. S. A. 
Represented by Leading Agents Throughout the Country 
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ECAUSE insurance spans the gap between 
present plans and future accomplishment, 
it should be of unquestionable strength. 





Today, as never before, agents and brokers 
recognize the tremendous importance of placing 
their clients’ insurance in companies which have 
stood unshaken through the years—prosperity 
years, conflagration years, depression years. 


It is significant, we believe, that more than one hun- 






































dred agencies which represented Royal-Liverpool 
companies half a century ago— when the Brooklyn 
Bridge was opened — have represented us ever since. 


Royal - Liverpool Companies have spanned the 
years with many impressive demonstrations of 
Strength. Their financial resources, experience 
and organization, guarantee to agents, brokers and 
policy-holders, unexcelled service facilities which 
extend to every part of the civilized world. 


ROYAL LIVERPOSL GROUPS 


ONE HUNDRED FIFTY WILLIAM ST., NEW YORK, N.Y. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Bill Wakeman, special agent of the 
Ohio Farmers group in New York State, 
has been earning the title of “Doc,” be- 
cause he has knowledge of some good 
old household remedies for rheumatism, 
arthritis, etc., which he has successfully 
tried out on his friends among the spe- 
cial agents. One of his successful reme- 
dies is to stick a potato in each pants’ 
pocket when you have rheumatism, sciat- 
ica, arthritis or just plain acidity. If you 
keep these potatoes in your pants long 
enough he says they absorb whatever 
is not right in your body. The potato 
shrivels and becomes as hard as a rock. 
There may be something in this, same as 
the metal rings our fathers and grand- 
fathers wore to draw the poison out of 
the system. 

He asked me to use this remedy, but as 
I have been fairly healthy all my life 
(for which I thank my father and moth- 
er pro-rata) I don’t think I am a good 
prospect for him, but am willing to be- 
lieve that possibly the chemical constitu- 
ency of the potato does attract and ab- 
sorb acidity or what not in the human 
body. Touching upon a similar subject, 
it was until recently considered a super- 
stition that amber beads around the neck 
and breast warded off and/or cured colds. 
ag vee and moderns believed this. It 

however, an established fact that am- 
ot beads do create static or frictional 
electricity by contact with, and rubbing 
the human skin, and in that way may 
well ward off a cold or cure one. The 
Greek word for amber (fossilized or 
water-hardened pine tree sap) was “elek- 
tron” (whence our word electricity) and 
Greek women who used amber combs 
soon learned that when combing their 
hair with it, tiny sparks were emitted, 
and gave the name elektron to these 
sparks also. 

A party of five or six of us discussed 
this and other subjects one evening at 
the Arlington Hotel, when we were gath- 
ered together after an arduous commit- 
tee meeting. “Doc.” Wakeman is very 
enthusiastic about this potato remedy. 
I wish we could find some mechanism or 
similar way of attracting the cash we 
should have from agents’ “pockets,” so 
that the money-attracting potato would 
swell and not dry up. 

* - + 
In Memoriam, Bill Lenox 

Recently there passed on a man, who 
combined all the graces of fine manhood 
and the instincts of a fine gentleman 
with a thorough knowledge of a sea- 
soned special agent and adjuster. A re- 
markably clear, penetrating and analyti- 
cal mind, a modest pleasant demeanor, 
and the power to control his emotions 
under severe strain when dealing with 


BOSTON 
INSURANCE COMPANY 


OLD COLONY 
INSURANCE COMPANY 


loss claimants, made him one of the best 
all-around adjuste rs that I have known 
during my forty years of contact with 
him. 

When I met Bill Lenox first he was 
working in Charlie Cool’s office, and 
Cool was a good trainer of men. I well 
remember, when working on the maps at 
Cool’s office (which courtesy Cool ex- 
tended to all visiting fieldmen—in fact 
all fieldmen who came to Cool’s office 
were made welcome) that a young man 
“sidled” up to me, and in an ingratiating 
tone asked me whether he could help 
me. That was the beginning of a life- 
long friendship. After that he, as spe- 
cial agent of the Hartford and I, as spe- 
cial agent of the Germania were on 
many a loss together before adjustment 
bureaus were thought of in the East. 
Both of us served many years together 
on the executive committee of the Un- 
derwriters’ Association and then followed 
each other as officers of that admirable 
organization, later superseded by the N. 
Y. Fire Insurance Rating Organization, 
on the foundation built by such men as 
Lenox, Potter, Carothers, Burke, Jen- 
ness, Hunter, H. B. Smith, Gallagher, 
C. W. Dubois and many other capable 
men. Naturally there was always a fight 
for leadership and friendly political riv- 
alries sprung up, which lead to strong 
friendships among men opposing each 
other. Politically I often opposed him, 
and he opposed me but that led only to 
stronger friendship. 

Of him it can be truly said that he 
brought into the business a fine person- 
ality, left an imprint on his times and 
contemporaries, will live in the memory 


-of insurance men and will have a niche 


in the history of the business in New 
York State, from 1894 to 1934. 
* * * 


Collection Problem Solved 

I knew of a special agent who intends 
settling a long-standing small balance 
owing his company by taking it out in 
board and lodging at his former agent’s 
home in a small town over week-ends, 
thus killing two birds with the same 
stone. He gets the balance disposed of 
and also a good week-end rest in the 
country. 


AGENTS’ AND BROKERS’ TESTS 

Fifteen applicants for agents’ licenses 
recently took the qualification examina- 
tions of the New York State Insurance 
Department at Albany. Four passed and 
eleven failed. Eight sat for the brokers’ 
tests. Of these three passed and five 
failed. At Poughkeepsie also three out 
of eight candidates for brokers’ licenses 
passed the examinations. 
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N. F. P. A. Reports on 


Several Cities Issued 
The field service section of the Na- 
tional Fire Protection Association has 
issued brief — of the reports of 
engineers on Buffalo, Pittsburgh, Akron, 
Ohio, New Orleans and other cities of 
the Middle West and Southwest. Some 
of these follow: 
3uffalo, N. Y.—Our engineers report 
no change in conditions in this city. The 
principal needs continue to be a fire pre- 
vention bureau in the fire department, 
better fire prevention legislation and an 


ordinance prohibiting wooden shingle 
roofs, 
“Pittsburgh, Pa—The fire prevention 


bureau of the fire department has been 
abolished by the new administration. 
This bureau never functioned effectively 
but should have been reorganized rather 
than eliminated. Politics have always 
operated against fire department efficien- 
cy in Pittsburgh in the past. A good 
campaign for removal of dilapidated 
buildings was recently launched by the 
city building department. The fire pre- 
vention committee of the Chamber of 
Commerce is doing educational work. 

“Akron, Ohio—Conditions are reason- 
ably satisfactory in this city. A new fire 
station has been put into service. Ap- 
paratus is getting old and a replacement 
program is needed. Good _ inspection 
work is being carried on. Losses con- 
tinue low. 

“New Orleans, La—Our engineers met 
with the fire prevention committee of the 
Chamber of Commerce last month and 
urged that the committee work for the 
adoption of an ordinance to establish the 
powers and duties of the fire prevention 
bureau of the fire department and the 
establishment of an inspection school for 
fire department members. 

“The committee has been working for 
a modern and adequate fire alarm sys- 
tem for the city which is badly needed. 
A program for extensive additions to the 
water distribution system for fire pro- 
tection is contemplated.” 
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Pennsylvania Agents to 


Meet at Pocono Manor 


The 1934 annual convention of the 
Pennsylvania Association of Insurance 
Agents will be held on Thursday and 
Friday, September 6-7, at Pocono Manor 
Inn, Pocono Manor, Monroe County, Pa. 
The Pocono Mountain region is consid- 
ered one of the finest vacation spots in 
this section of the country. The selec- 
tion of this location will give the Penn- 
sylvania agents an opportunity to com- 
bine the business affairs of the conven- 
tion with a vacation. Attractive rates 
have been made by the hotel for mem- 
bers of the association and also all 
others who attend. Harry M. Albert of 
Stroudsburg, a director of the state as- 
sociation, is general chairman of ar- 
rangements. 


Chicago Agency Marks 
Its 75th Anniversary 


The Chicago agency of Moore, Case, 
Lyman & Hubbard, is celebrating its dia- 
mond anniversary .'% month. It was 
organized in 1859 by S. M. Moore, father 
of Frederick W. Moore, now the senior 
partner in the firm. The agency has 
represented the MHartford Fire for 
seventy years, and the St. Paul Fire & 
Marine for sixty-three years. R. M 
Bissell, now president of the Hartford, 
started in the insurance business as an 
employe of this agency. 

The agency now has 175 employes and 
is represented by 600 agents in Cook 
County. The present members of the 
firm are Mr. Moore, Fred Y. Coffin, Ed- 
ward W. Poinier, John K. Walker, Harry 
E. Knight, and Theodore G. Rockwell. 
E. A. Bremner, George W. Griffin, and 
Sam A. Rothermel, are associate part- 
ners. 


FRANK L. CURTIS INJURED 

Frank L. Curtis, special agent of the 
Springfield Fire & Marine in Syracuse, 
N. Y., was injured when he was struck 
by an automobile while crossing a street 
in that city recently. 




















~ 











| 


Y ork 





anor 
f the 


irance 
y and 
Manor 
y, Fe 
onsid- 
ots in 
selec- 
Penn- 
com- 
nven- 
rates 
mem- 
30 all 
ert of 
te as- 
f ar- 


f the 
ucuse, 
truck 
street 











May 


18, 1934 














“THE EASTERN 
a UNDERWRITER — 


























ae OYALIY GaROUP-—— 
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JOHN R,. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. A. R. M. SMITH, Vice-Pres. 
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F FIREMEN’S INSURANCE ‘COMPANY OF NEWARK, NEW JERSEY 
APITAL 
$ 9,397,690.00 Organized 1855 


NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President 


























JOHN R,. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOL LAEGER, Vice-Pres. HERMAN AMBOS, Ma rt E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
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THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1853 
NEAL BASSETT, President 
JOHN R, COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pre E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS. 2d V.-Pres. 
THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 
$ 600,000.00 Organized 1854 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Matis E. G. POTTER, 2d V.-Pres. WwW. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
$ 1,000,000.00 Organized 1866 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCS KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. R. M. SMITH, | ~~ 
W. E. WOLLAEGER, Vice-Pres. ERMAN AMBOS, Vice-Pres. E, G. POTTER, 2d V.-Pres. W. W. P POoTT: TTER, 2d Vice-P 
WALTER J. SCHMIDT, 2d V. ia," T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
SUPERIOR FIRE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1871 
NEAL BASSETT, Chairman of Board 
-P. ARCHIBALD —- » Vice- . 
WE MOULAESER Fries: JOHN CONE Tt ec ARGHPMREEMY View Pre, MERBURY A. CLARE View Pron 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE ee FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 Organized 1870 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
J Vice-P HERBERT A. CLARK, Vice-P. H. R. M. TH, Vice-Pres. 
JOHNS Coe KEGER. Vice-Pre s. ARCHIHERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V. -Pres. ee W. W. POTT TIER fy pnd Noa ‘ae 
WALTER J. SCHMIDT, 2d V.-Pres. EE TRIMBLE, 2d V. -Pres. OLIN BROOKS, 2d V.-Pres. 
THE CAPITAL FIRE INSURANCE COMPANY 
$ 300,000.00 Organized 1886 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 Organized 1905 
NEAL BASSETT, President 
. P, Vi HERBERT A. CLARK, Vice-Pres. R. M. SMITH, Vice-Pres. 
a * e WOLLA EGER Vice-Pres. ARCH ERM AN AMBOS, Vice-Pree E. G. POTTER, 2d V.-Pres. ee WwW. W POTTER: 2d Vice-Pres. ” 
WALTER J. SCHMIDT, 2d V.-Pres. TRIMBLE, 2d v. -Pres. OLIN BROOKS. 2d V.-Pres. 
MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 Organized 1852 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, Vice-Chairman 


H. S. LANDERS, President C. HEYER, Vice-President WINANT VAN WINKLE, Vice-President JOHN R, COONEY, Vice-President 
E. G. POTTER, 2d Vice-Pres. E.R. HUNT. 3rd Vice-Pres’t S.K. McCLURE, 3d Vice-Pres. T. A. SMITH, Jr., 3rd Vice-Pres, F. J. ROAN, ‘3rd Vice-Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY 





$ 1,000,000.00 OF NEW YORK Organized 1874 
NEAL BASSETT, Chairman of Board 
H. S. LANDERS, President WINANT VAN WINKLE, Vice-President J.C. HEYER, Vice-President JOHN R. COONEY, Vice-President 


E. G. POTTER, 2d Vice-Pres. T. A. SMITH, 3rd Vice-Pres. FRANK J. ROAN, 3rd Vice-Pres, E. R. HUNT, 3rd Vice-Pres. S. K. McCLURE, 3rd Vice-Pres. 


COMMERCIAL CASUALTY INSURANCE COMPANY 








$ 1,000,000.00 Organized 1909 
WESTERN DEPARTMENT — oe 
i , Ilinoi treet, 
a ee = EASTERN DEPARTMENT San Francisco, California 
H, R. M. SMITH, Vice-President W. W. & E. G. POTTER, 2nd Vice-Presidents 
JAMES SMITH, Secretary 10 Park Place FRED W. SULLIVAN, Secretary 
SOUTH-WESTERN DEPARTMENT 
CANADIAN DEPARTMENT NEWARK, NEW JERSEY 912 Commerce St., Dallas, Texas 
461-467 Bay St., Toronto, Canada BEN LIN, BROOKS, 2d Vice-President 
MASSIE & RENWICK, Ltd., Managers oe ae A.C. MEEKER Secrecery edent 
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May Professionalize 
Brokerage Business 


HUEBNER ON POSSIBILITIES 
Insurance Brokers Ass'n of New York 
Believes Standards of Business 
Can Be Improved 
What may be regarded as an impor- 
tant move made by insurance brokers 
in New York was taken last week when 
Dr. S. S. Huebner of the University of 
Pennsylvania was invited by the Insur- 
ance Brokers’ Association of New York 
to a luncheon at the Machinery Club, in 
New York, to discuss with a group of 
leading brokers the possibility of win- 
ning public recognition of the profession 

of insurance brokerage. 

There was discussion concerning the 
progress that has been made in raising 
the standard in life insurance underwrit- 
ing through the establishment of the 
designation of C.L.U. (Chartered Life 
Underwriter) and the possible creation of 
a similar designation in the general in- 
surance field. 

Dr. Huebner emphasized that the im- 
mediate object of such a movement 
should be the general raising of the 
standard of conduct of the insurance 
business rather than the development of 
experts in any given line. A doctor or 
a lawyer, he said, has at his fingertips 
only a small fraction of the sum total of 
medical or legal knowledge. Yet the 
M.D. or LL.B. distinguish the man who 
has had real preparation for his profes- 
sion from the quack. 

According to Dr. Huebner, the attempt 
to professionalize the insurance broker- 
age business would be essentially a 
young man’s movement, but the older 
men of vision would support the move- 
ment even though they’ themselves 
might not qualify for the given desig- 
nation. As Dr. Huebner put it, men 
would continue to be known by their 
works and not just because they had a 
handle tacked on to their names. 

It was voted that President Louis J. 
Rice should appoint a committee to de- 
velop further the splendid foundation 
work of the previous committees headed 
by F. R. DuBois and H. E. Griswold. 


ADJUSTMENT BUREAU CHANGES 

In addition to naming B. C. Chittenden 
as branch manager at Albany and Her- 
man Grebert as assistant branch man- 
ager, the Fire Companies’ Adjustment 
Bureau has placed the Albany office and 
field under the direct supervision of E. 
C. Niver, who was assistant manager at 
Newark. He will move to Albany in 
June and will also have field supervision 
of other territory in New York State. 
Philip M. Winchester has been appointed 
assistant branch manager at Newark. He 
has had charge of the Jersey City office 
which will for the present report to 
Newark. 


LEGION MEMBERSHIP DRIVE 

Insurance Post No. 1081 of the Ameri- 
can Legion is now conducting a vigor- 
ous membership campaign under Chair- 
man Lawrence M. Kane of the member- 
ship committee. The Post has grown 
to substantial size but wants all insur- 
ance veterans to join. Some are under 
the impression that because they belong 
to another post now they are barred 
from that in their own business 

Insurance Post urges all veterans to 
join, to help the Legion and insurance 
\pplications will be received by Mr 
Kane of Frenkel & Co., 8) Maiden Lane; 
Commander Eugene C. Richard, 75 
Maiden Lane, or Adjutant J. M. Goerl, 
71 Pine Street 


DEATH OF CEORGE M. WEBER 

George M. Weber, 74 years of age, 
suffalo, N. Y., underwriter, broker and 
authority on marine insurance rates, died 
last week in his home in that city where 
for many years he engaged in business 
on a large scale. He retired fifteen vears 
before his death. His widow and two 
sons survive. 
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of the 
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NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, President 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 


_ HART DARLINGTON, Manager 
75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


HART DARLINGTON, Chairman of the Board 
H. L. CALLANAN, President and General Manager 


In NORWICH UNION there is strength 
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April Fire Losses 
21% Under Last Year 


Fire losses in the United States in 
April totaled $22,028,943 compared 
with $27,825,970 in April, 1933, and 
$43,822,233 in the same month of 1932. 
In March of this year the losses 
amounted to $31,312,359. These fig- 
ures are based on reports of member 
companies of the National Board of 
Fire Underwriters. For the first four 
months of 1934 the losses amount to | 
$112,787,369 as against $135,356,264 last | 
year and $172,060,762 for the corre- | 
| sponding period of 1932. 











Insurance Institute of 


Hartford Names Officers 


The Insurance Institute of Hartford 
has elected officers and next fall will 
offer courses in fire, casualty and surety 
lines. Life insurance courses will not be 
available. Burton E. Kelley of the Na- 
tional Fire, has been elected president. 
Other officers are: vice-president, John 
Ashmead, Phoenix; H. R. Gregory, 
Aetna Life, and A. P. Whelan, Hartford 
Accident & Indemnity; secretary, John 
\dams, Hartford Fire; recording secre- 
tary, Jay Smith, Aetna Life, and treas- 
urer, H. G. Donovan, Travelers. 

The directors will include the officers 
and Charles G. Baurerle, Caledonian; W. 
Ross McCain, Aetna (Fire); Frank C. 
Hatfield, Phoenix; John O. Lummis, 
Hartford Accident & Indemnity; J. E. 
Rhodes, Travelers, and Louis W. Dennis- 
ton. Committees will be appointed to 
organize the study courses to be offered 
in the fall. 


Oregon Bars Writing Of 
Participating Policies 
That insurance companies cannot issue 
participating fire insurance policies in 
the State of Oregon was the edict de- 
livered by Insurance Commissioner A. 
H. Averill, who declared that the issu- 
ance of participating policies is contrary 
to Sections 6362 and 6395 of the Oregon 
insurance laws. The ruling of Commis- 
sioner Averill followed complaints by a 
committee of Oregon insurance agents, 
who called the attention of the commis- 
sioner to a ruling made by Attorney- 
General I. H. Van Winkle on October 
24, 1927, to the effect that such policies 
were illegal, and to other legal opinions. 
The insurance companies affected by 
the new ruling will be the General of 
America, which is one of the leaders in 
Oregon premium volume, the American 
Druggists and the Oregon Automobile, 
which is seeking to write participating 

fire insurance policies in the state. 





James Roosevelt Quits 
Boston Brokerage Firm 


James Roosevelt, eldest son of Presi- 
dent Roosevelt, and his two associates 
in the insurance brokerage business in 
Boston, John A. Sargent and Douglas 
Lawson, have dissolved their partnership. 
The organization would not work as it 
was planned Mr. Lawson said. He will 
continue the firm, known as the Lawson 
Agency, under that name. It is under- 
stood that Mr. Roosevelt will remain in 
the insurance business. 

DROPS REPORTS ON BALANCES 

Insurance Commissioner Oscar Heltzen 
of Rhode Island has notified all fire, ma- 
rine and casualty companies doing busi- 
ness in that state that on and after May 
15 they will not be required to file re- 
ports on the delinquent balances of 
agents and brokers. 








The Nutley, N. J., Board of Commis- 
sioners has passed an ordinance provid- 
ing for the change of existing four-inch 
water mains to six-inch mains in sec- 
tions of twelve streets. When the work 
is completed Nutley will become eligible 
for a lower fire insurance rating, it is 
reported. 
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PROSPECTS 








in the motor trade. 


ahead, ask automobile salesmen. 


owners will be before they register. 


bo means 


GREATER PROETTS 
for You 


HE HAS A NEW CAR — important news to you and every 
other agent whose income is indirectly affected by the 
automobile industry. At the present rate of production 
three or four millions like him will have new cars before the 


year is out. All prospects for AUTOMOBILE INSURANCE. 


In 22 states and 6 Canadian provinces financial responsi- 

bility laws emphasize the necessity of AUTOMOBILE PUBLIC 
. LIABILITY and PROPERTY DAMAGE protection. Yet only 
about 20% of car owners are so insured. Far less than half 
the cars on the road today are insured against FIRE and 
TueFrt. There is a wealth of this business to be cultivated 


right now as well as that created by the phenomenal upturn 


With 4&tna Fire Group automobile policies you can 
supply every insurance need of your prospects — FIRE, 
Tuert, LIABILITY, PROPERTY DAMAGE, COLLISION, WIND- 
STORM, HAIL, FLoop, PLATE GLAsSs BREAKAGE, TOWING, 
Riot and Civit COMMOTION, ACCIDENT, PERSONAL EFFECTS, 


even DAMAGE FROM FALLING AIRCRAFT. 


Who are these prospects? You can find out from your 


local registry office after cars are bought. But to keep 


In return for leads you 


often can give them, they will gladly tell you who new car 








THE ATTNA FIRE GROUP - HARTFORD, CONN. 


NEW YORK 


ATNA INSURANCE COMPANY 
THE CENTURY INDEMNITY COMPANY 


PIEDMONT FIRE INSURANCE COMPANY 
THE WORLD FIRE AND MARINE INSURANCE CO. 


CHICAGO SAN FRANCISCO 





CHARLOTTE, N. C. 
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Kenneth H. Bair Gives Views On 


Separation, Branch Offices and Code 


Member of Agents’ Association Executive Committee Believes 
Strong Local Boards Can Aid in Commission Problems; Hits 
Firemen’s For Establishing Branch Office in St. Louis 


Separation, the opening of a branch 
office in St. Louis by the Firemen’s of 
Newark and the proposed code of pro- 
ducers to eliminate unfair practices were 
among the subjects discussed by Ken- 
neth H. Bair, Greensburg, Pa., member 
of the executive committee of the Na- 
tional Association of Insurance Agents, 
when speaking Wednesday at Orange- 
burg, S. C., before the annual convention 
of the South Carolina Association of In- 
He also spoke yester- 
before the 


surance Agents. 
day at Montgomery, Ala., 
agents’ association of that state. 

Mr. Bair proceeded on the assumption 
that unfair competitive practices exist 
now and that the N.I.R.A. applies to in- 
surance. With respect to the effects 
created by all the discussion about the 
code he said: 

“Much has been said recently, more 
especially since the discussion of the fair 
practices code has become of paramount 
interest, concerning the ‘widening of the 
gap’ as between companies and _ their 
agents. Frankly, with the exception of 
those companies which might be classed 
as the ‘militant minority,’ I am not pre- 
pared to acknowledge that that gap has 
been widened, but rather feel that the 
final outcome of recent negotiations will 
be eventually the ‘closing of the gap’ be- 
tween those companies and agents who 
have the proper goal in mind, namely, 
the best interests of the insurance buying 
public. 


Code Will Aid the Public 


“Without hesitancy I challenge the 
ability of anyone to say that the pro- 
posed insurance producers’ code will in 
any way do harm to the interests of the 
insuring public. On the contrary, it will 
be of inestimable benefit to them, espe- 
cially the so-called small insurance buy- 
er. I challenge anyone to deny that in 
recent years every action taken by 
the National Association of Insurance 
Agents has not been with the interests 
of the public foremost. Likewise, in 
every action they have taken they have 
had the best interests of the legitimate 
insurance companies in mind. It is, of 
course, true that at times there have 
been differences of opinion, but in what 
walk of life do we not find this?” 

Mr. Bair is rather critical of the estab- 
lishment of a branch office in St. Louis 
by the Firemen’s of Newark group. He 
fears that this will be a production 
branch office and will operate to the det- 
riment of local agents generally. Con- 
tinuing he said: 


Firemen’s Branch Office 


“T noticed last week an article in the 
New York Journal of Commerce that the 
Firemen’s of Newark group were open- 
ing a new branch office in the city of 
St. Louis. The sub-headline was that 
this would in no way affect the present 
agents of the Loyalty Group in St. Louis. 
Such a statement on the face of it is 
ridiculous. Will it not affect the present 
agents of this group as well as _ the 
agents of every other fire and casualty 
company operating in the city of St. 
Louis, when it gathers around it a hoard 
of non-policy writing agents, many of 
them one or two risk agents, to feed 
premiums into this branch office ? 

“The answer is obvious. Will it not 
affect the general production cost of in- 
surance if this group managing this 
branch office at considerable expense 
pays the same rate of commission to 
these non-policy writing agents, feeding 





KENNETH H. BAIR 


it business as they do to their policy 
writing agents, as has been done in many 
other cities by this same group and other 
groups? Will it not take away from the 
legitimate insurance agent in St. Louis 
business which he has_ conscientiously 
and efficiently handled and give it to 
some parasite in the business merely be- 
cause he is related in some way to the 
assured ? 

“It is certainly self-evident to any 
clear thinking person that it is impos- 
sible for a company to pay the overhead 
of a branch office, pay the non-policy 
writing agent full agency commission and 
operate under the same expense loading 
as those companies which pay agency 
commission only. It is also self-evident 
that to pay a man a given commission 
simply for obtaining an order for busi- 
ness and pay another man, who does all 
the supervising and office work in con- 
nection with this risk, the same commis- 
sion is unfair and is discrimination in 
the business. 

Violation of Principles 
I submit to you that this flagrant vio- 
lation of our principles right in the 
midst of our negotiations is directed at 
no one other than the National Associa- 
tion of Insurance Agents. I submit it to 
you that it will be impossible for this 
branch office to build up a_ business 
other than by violation of the unfair 
practices stated in our proposed code, 
and I submit to you that any group of 
insurance companies so militantly ignor- 
ing the National Association of Insur- 
ance Agents deserves no support or no 
traffic with any member of the National 
Association of Insurance Agents or any 
company subscribing to the principles of 
our Association. 

Separation and Local Boards 

“May I sav just a few words on a sub- 
ject with which the insurance press is 
now filled, which in my opinion had the 
principles of our producers’ code been 
approved would never have arisen, name- 
ly: the question of separation. 

“The National Association went on 
record in 1923 through a special commit- 
tee dealing with the subject as follows: 
‘That it is a bad practice for comnanies 
to pay or for agents to accept differen- 
tial commissions in the same agency.’ 
This matter is covered in Clause 7 of our 
Article VIT and if it were adopted would 
have forestalled the bitter fight which is 
in the offing on this matter. The Na- 


“ 


tional Association of Insurance Agents 
rightfully has not committed itself in 
any way on either side of the contro- 
versy. We firmly believe that the entire 
situation can be properly controlled by 
the continued organization of strong lo- 
cal boards in the various communities. 

“It seems to me the payment of differ- 
ent commissions in different agencies 
does not affect any agent inasmuch as 
each agent has his own free choice of 
which group of companies he will repre- 
sent. However, it does affect each agent 
tremendously if his competitor can pay 
more to the broker or solicitor than he 
can pay. This is the situation that the 
local board can and will control if the 
agents in each community will properly 
and thoroughly set up their local board 
organization. It has been tried and 
works successfully in numerous places 
and I know that plans are on foot at the 
present time to effect stringent local 
board rules in various other communities. 

“The control of the local situation is 
definitely up to you and both the organ- 
ized companies and non-organized com- 
panies will subscribe to reasonable rules 
laid down by your local board. You will 
also have the unqualified support of the 
various state insurance commissioners 
inasmuch as they have time and again 
stated that in both large and small com- 
munities local boards have proved their 
worth in keeping the business at an even 
keel. 





$20,000,000 LINE PLACED 





Toledo Properties of Willys-Overland 
Co. Covered After 8-Week 
Survey by Agency 

Renewal of fire insurance policies ap- 
proximating $20,000,000 on Toledo prop- 
erties of the Willys-Overland Co., which 
represent a large portion of the Willys- 
Overland insurance coverage, have just 
been placed through a Toledo agency. 
The deal was handled through the firm 
of Falconer, Dunbar and Picton, who 
represent the Aetna affiliated group of 
insurance companies of Hartford. It was 
stated that substantial savings in premi- 
ums were accomplished as a result of 
studies and rates offered by the Toledo 
group. 

Announcement of the big insurance 
deal followed a letter received by David 
R. Wilson, president of Willys-Overland, 
Inc., from Norman Reed, secretary of the 
Toledo Association of Underwriters. Mr. 
Reed said: 

“As an association we wish to extend 
our appreciation and congratulations and 
also to commend your judgment in this 
constructive decision which not only ben- 
efits the economic recovery of our city 
but most certainly will have a favorable 
reaction towards the Willys-Overland 
Co. when it becomes generally known.” 

Under the direction of Byron S. Picton 
and W. A. Cavanaugh the Toledo agency 
devoted eight weeks of study, appraisal 
and survey work to the various insurance 
exposures of Willys-Overland. The firm 
then made recommendations which re- 
sulted in substantial economies. It was 
pointed out, for example, that on one 
contract alone an annual savings of $6,- 
500 was accomplished. 





TO SPEAK AT BRETTON WOODS 


Allan I. Wolff, president of the Na- 
tional Association of Insurance Agents; 
Edwin J. Cole, chairman of the execu- 
tive committee; E. M. Allen, executive 
vice-president of the National Surety 
Corporation and a former president of 
the National Association, and Insurance 
Commissioner John E. Sullivan will be 
among the speakers at the annual sum- 
mer conference of the New England As- 
sociations of Insurance Agents, to be 
held at the Mt. Washington Hotel, Bret- 
ton Woods, N. H., July 9-11. Business 
sessions will be held Tuesday and 
Wednesday mornings, with the get-to- 
gether banquet Monday evening. Me- 
morial services will be held Tuesday for 
the late James L. Case and Percy H. 
Goodwin, National Association leaders 
who died this year. 


ees 
—==_ 


J. F. COLLINS DEPUTY SUP’T 





Named to Supervise Examinations Con. 
ducted by the New York State In- 
surance Department 
Insurance Superintendent George S. 
Van Schaick of New York has appointed 
Joseph F. Collins a Deputy Superintend- 
ent to have general supervision of all 
examination activities of the department. 
He will have his headquarters in the 
Albany office. Mr. Collins has been with 
the Insurance Department since July, 
1920, and served as an examiner for ten 
years before being made assistant chief 
examiner of the fire companies’ bureay 
of the Department in 1930. He is thor- 
oughly familiar with examination work, 
having had much practical experience. 
and has acted as chief of the fire bureay 
at times when Charles F. Ryan, head of 
the bureau, has been out of New York. 
Mr. Collins has assisted in the rehabilita- 
tion work of the Globe & Rutgers dur- 

ing the last year. 

Earlier this year Superintendent Van 
Schaick said that as examination work is 
most important this phase of supervision 
must be strengthened where possible. 
The appointment of Mr. Collins is in this 
direction. 

“Tn this regard consideration should be 
given to the question as to whether the 
entire examination work of the six ex- 
amination bureaus of the department 
should not be co-ordinated by the em- 
ployment in a newly created position of 
an expert accountant and examiner in 
daily touch with the work of each bu- 
reau,” the Superintendent said. “Such 
officer of the Department could be a 
deputy in charge of the examinations of 
all companies with power to assign and 
reassign examiners to each chief exam- 
iner as circumstances should require. 

“The need of strengthening examina- 
tions is indicated whenever a company is 
taken over for liquidation or rehabilita- 
tion. Every time that a company is tak- 
en over by the department there is pre- 
sented the opportunity to the depart- 
ment to make an examination of the 
financial condition and practices far more 
exhaustive than the type of examination 
now conducted in the case of going com- 
panies. Such examinations have almost 
invariably disclosed matters that it would 
have been desirable to know while the 
company was doing an active business.” 


COMPANIES LOSE IN MISSOURI 





Ordered to Refund Remaining Excess 
Premiums Collected Prior to 1929; 
Total About $3,000,000 
Stock fire insurance companies operat- 
ing in Missouri met with another legal 
defeat recently when the Missouri 
Supreme Court en banc at Jefferson City 
sustained the jurisdiction of the Cole 
County Circuit Court in ordering 140 
stock fire insurance companies to make 
full restitution to the policyholders of all 
excess premiums collected in violation of 
the Hyde 10% rate reduction order of 
October, 1922, which was later upheld by 
both the Missouri and United States Su- 

preme Courts. 

During the period that the old rate 
case was in litigation the companies col- 
lected $13,870,619 in premiums above the 
rates permitted under the Hyde order. 
About a year ago Circuit Court Judge 
Mike G. Sevier, at Jefferson City, en- 
tered judgment for $18,673,796 against the 
companies, representing premiums and 
interest between November 15, 1922, and 
August 9, 1929. 

This judgment, however, is to be re- 
duced by premiums already returned plus 
a deduction also for interest on such re- 
turned premiums. The net amount in- 
volved in the new ruling has been esti- 
mated from $3,000,000 upward. 

The high court ruled the companies 
had no legal authority to collect these 
excess premiums during the litigation. 
It ruled also that Judge Sevier was with- 
out power to name four special masters 
to determine how much the companies 
must refund and the amounts already 
paid back to policyholders, stating only 
three referees should have been named. 
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SINCE 1853 


"THE HOME OF NEW YORK” 
HAS PAID ONE HUNDRED 


CENTS ON THE DOLLAR 
IN THE SETTLEMENT 


OF ALL JUST CLAIMS. 


THE HOME 


INSURANCE COMPANY 


ORGANIZED 1853 NEW ORK 59 MAIDEN LANE 
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Summarized By Kentucky Bureau 


Heavy Lexington, Ky., Loss Brings Out Dangers Associated 
With Whisky Fire; Actuarial Bureaw Makes Rec- 
ommendations; Companies and Amounts 


Under I. U. B. Forms 


In a report to companies regarding the 
James E. Pepper & Co., or Schenley dis- 
tillery fire, at Lexington, Ky., April 28, 
the Kentucky Actuarial Bureau in its 
conclusions says: 

“While the flow of burning whisky did 
not contribute to the spread of this fire 
(exposed buildings being quickly ignited 
from radiated heat) it answers a ques- 
tion often asked. Burning whisky will 
flow for a considerable distance and will 
ignite everything in its path. The two 
iron clad warehouses had heavy stone 
foundation walls surrounding excavations 
from three to four feet deep. Burning 
whisky soon filled these excavations, and 
then overflowed. It is interesting to note 
that the exposure hazard of streams of 


burning whisky will be augmented if a 
risk is under full city protection with an 
abundance of water to serve as the 
vehicle. 

“Each whisky warehouse should have 
adequate inside drains, and exposed 
buildings should, where necessary, be 
protected by dikes. 

“The intense heat generated by large 
quantities of burning whisky, especially 
if fanned by strong wind, indicates that 
frame, iron clad warehouses should be 
separated at least 250 feet from other 
buildings having combustible walls, when 


event should ordinary brick whisky 
warehouses, with small unprotected win- 
dows, be separated less than one hundred 
feet, and if the exposure is a frame 
warehouse, the distance should be at 
least two hundred feet. 


Should Prevent Fire from Starting 


“This and other whisky warehouse 
fires prove that it is practically impos- 
sible to extinguish a fire in a warehouse 
of open rack construction regardless of 
the public protection available. There- 
fore, every effort should be made to pre- 
vent a fire from starting. Premises 
should be kept scrupulously clean, and 
area around warehouses free from 
bushes and weeds. Miscellaneous fea- 
tures of occupancy, such as quick ageing, 
bottling, branding, offices, storage of 
bottlers’ supplies, etc., should not be per- 
mitted in buildings exposing warehouses, 
and ventilating fans should serve indi- 
vidual warehouses and be in separate 
fire resistive fan houses. 

“Where these occupancies exist in 
present warehouses, they should be re- 
moved, or at least cut off in a standard 


manner and protected by automatic 
sprinklers. Even though not cut off, had 
the branding and gauging room been 
equipped with a standard automatic 


the walls of mutually exposed buildings 
are constructed of brick, free of com- 
bustible trim and unprotected openings, 
this distance may be reduced, but in no 
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NCHSPAPER 


OOD newspaper advertising helps to keep your name con- 
stantly before the public. It builds up a feeling of strength and 


security about your agency. It convinces the people in your 
community of your ability to serve them, and when the need for 


insurance arises, they will automatically turn to you. 


The insertion of varied and forceful newspaper advertisments at 
regular intervals means more business on your books. Take advan- 
tage of the broadside on local agency newspaper advertising being 
distributed by the “Springfield Group.” Advertisements shown 
therein, simple in set-up, are easily adaptable to individual needs. 
With noted improvements in general business conditions, now is 
the time to build up your business by inaugurating a newspaper 


advertising campaign. 


Suggestions for local newspaper advertising is just another 
phase of the cooperation offered agents by the “Springfield 
Group” of Fire Insurance Companies. If you are interested 
in hearing all about how we can help you increase your agency 
income, write to the Business Promotion Department. 
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publicity 


THE SPRINGFIELD GROUP OF FIRE INSURANCE COMPANIES 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 


Chartered 1849 Cash Capital, $5,000,000.00 


SPRINGFIELD, MASSACHUSETTS 
GEORGE G. BULKLEY, President 





Harding & Lininger, Mgrs., Chicago. John C. Dornin, Mgr., San Francisco. W. E. Findlay, Mgr., Montreal 


CONSTITUTION DEPARTMENT, Springfield, Massachusetts 
SENTINEL FIRE INSURANCE COMPANY, Springfield, Massachusetts 
MICHIGAN FIRE & MARINE INSURANCE COMPANY, Detroit, Michigan 
NEW ENGLAND FIRE INSURANCE COMPANY, Pittsfield, Massachusetts 











sprinkler system, this fire might have 
been stopped with a small loss. 

“Tt is the consensus of fire protection 
engineers that automatic sprinklers are 
of little value in open rack warehouses, 
but sprinklers will give a reasonable de- 
gree of protection if a tight floor is pro- 
vided at levels of every other rack (six 
tiers). 

“This fire again demonstrates the folly 
of leaving an incompetent and untrained 
watchman in charge of a high valued 
plant. 

“To summarize, whisky warehouses of 
rack construction should be well sepa- 
rated, drained, and diked, of small area, 
and low height, with a tight flooring 
every fourteen to fifteen feet, and oc- 
cupied exclusively for the storage of 
whisky in barrels. (This would elimin- 
ate the night watchman hazard, as he 
can not enter a bonded warehouse.) 
Ventilating fans, serving individual ware- 
houses, should be in _ separate fire- 
resistive buildings, electrical wiring 
standard, and flashlights used by ‘leak 
hunters.’ In addition to fire department 
service and an adequate outside hydrant 
system, warehouses should be protected 
by a standard automatic sprinkler sys- 
tem.” 

I. U. B. Schedule 

Revised figures and percentages of 
companies on the I. U. B. contract cover- 
ing the Schenley Distillery Corporation 
properties, as of April 1, 1934, or about 
a month prior to the destruction of the 
James E. Pepper & Co., distillery ware- 
houses and other buildings, are given as 
follows: 

Total I. U. B. $19,000,000—Group No. 4. 


Per 
Cent Amt. 
Pearl Assurance Co....... 1214 $2,375,000 
a aS: Se. 10 1,900,000 
Commonwealth ........... 914 1,805,000 
MME cua viacisa kek. tencon 8 1,520,000 
Knickerbocker ........... 71% 1,425,000 
National Union .......... 5 50,000 
Fidelity-Phenix .......... 5 950,000 
BE bcersacanssees 5 950,000 
pe er re 5 950,000 
je ee 5 950,000 
i. re ree 3% 665,000 
Fire Association ......... 3 570,000 
Pheem ASGGS. 6... 5ciscscc 3 570,000 
Peete FIO ines ccscencess 3 570,000 
i ae a 2 3 570,000 
OS ee ee eee 2 380,000 
NS BEES re Pere 2 380,000 
Norwich Union .......... 1 190,000 
ae. eer 1 190,000 
Commercial Union ....... 1 190,000 
PE PME si ccavnnsiace 1 190,000 
American Home ......... 1 190,000 
Sun Insurance .......+.+ 1 190,000 
Lumberman’s Ins. Co...... 2 380,000 


Interests to Meet May 21 

It is understood that the assured was to 
file its claim or place it in the hands of 
the adjusters on May 15; while a meet- 
ing of all interests is scheduled for 
Louisville on May 21. The Western Ad- 
justment & Inspection Bureau, through 
its Louisville office, in charge of Frank 
B. Nelson, is representing a large num- 
ber of the companies. Ponder Hart & 
Co., Louisville adjusters, are employed to 
represent the assured. 

Investigations of the loss have indi- 
cated that the only real difficulty in- 
volved will be in the matter of estab- 
lishing market values. The cause of the 
fire, the record of the fire, etc. is re- 
markably clear, while the records have 
been so well kept, plus the fact that all 
stock has been under Government lock 
and key; along with good co-operation 
from all sources, indicates that adjust- 
ment of the risk should be reasonably 
easy considering the type of risk, and 
difficulty in establishing prices. As- 
sureds’ records have dealt with quanti- 
ties and serial numbers only at this early 
date. Loss by evaporation, or soakage, 
is merely a matter of checking against 
the Government gauge book. 

Reports on Values Delayed 

A complication, which may cause trou- 
ble, has developed in connection with 
the destruction of the Schenley liquor 
properties. It is said the reports of 


(Continued on Page 31) 











\) 


ra 





1934 


have 


ection 
rS are 
ouses, 
le de- 
S pro- 


k (six 


> folly 
rained 
valued 


ses of 
sepa- 
area, 
oring 
id oc- 
xe of 
limin- 
as he 
ouse.) 
ware- 
fire- 
wiring 
‘leak 
tment 
rdrant 
tected 
r Ssys- 


es of 
cover- 
ration 
about 
of the 
ware- 
fen as 


No. 4. 


\mt. 

75,000 
100,000 
05,000 
20,000 
25,000 
150,000 
150,000 
50,000 
150,000 
50,000 
165,000 
70,000 
170,000 
70,000 


was to 
ids of 
meet- 
1 for 
n Ad- 
rough 
Frank 
num- 
art & 
yed to 


indi- 
ty in- 
estab- 
of the 
is re- 
have 
iat all 
t lock 
ration 
djust- 
ynably 
, and 

As- 
uanti- 
. early 
akage, 
gainst 


| trou- 

with 
liquor 
rts of 








May 18, 1934 





—— = 


On ‘appeal from a judgment of the 
Federal District Court for western Okla- 
homa for plaintiff in an action on a fire 
policy by Fannie Cohn against the Nor- 
wich Union, 68 F. (2d) 42, the Tenth Cir- 
cuit Court of Appeals said the question 
involved was one over which there has 
been some conflict of opinion. It was 
this: Where an agreement has been en- 
tered into for an appraisal of the loss, 
and the appraisal fails without the fault 
of either party, is a second effort to 
appraise a condition precedent to a re- 
covery on the contract? 

There was evidence, although disputed, 
that the appraisal in this case failed be- 
cause of the neglect of the appraiser for 
the insured. 

The court held after reviewing the au- 
thorities, that neither party may require 
a second appraisal where the first fails 

Kentucky Loss 

(Continued from Page 30) 
values for January and February were 
not submitted by the Schenley interests 
under the I.U.B. form until May 2 after 
the fire had occurred. The last previous 
report of values was as of December 31, 
1933, showing $603,050. Under the I.U.B 
form, the Schenley people were required 
to submit reports of value forty-five days 
after the close of the month. The Janu- 
ary report should have been made March 
15 and the February report on April 15. 
Neither of these reports was received 
until May 2. 

At least one company is known to have 
canceled its participation in the line more 
than a month ago, because the Schenley 
people were slow in reporting values. 
This feature is being given consideration 
and if the companies decide to stand on 
the December 31, 1933, report, the con- 
sequences may be appreciated. 

The adjusters, who are handling the 
loss, are J. K. Nelson, assistant general 
manager, Western Adjustment; Frank 
Nelson, Louisville manager, Western 
Adjustment; Prentiss Read of Wagner 
& Glidden; Joe Windle of Dargan & 
Windle, and Harold Hyer of New York 
These men will hold a meeting in Louis- 
ville, May 21. 

According to the preliminary report 
which has been submitted to the compa- 
nies by the Western Adjustment, the in- 
surance loss will be in excess of $3,500,- 
000. This is the net amount of the in- 
surance loss, after giving effect to the 
tax abatement by the government of 


about $1,000,000. 


BOARD BARS NEW AGENCY 

_The Jackson (Miss.) Association of 
Fire Underwriters has declined to admit 
the recently formed firm of Spencer, 
Murphree & Spencer to membership. 
This action caused no surprise, but the 
form of announcement issued by Presi- 
dent Wirt Yerger of the Jackson asso- 
ciation did. Officers of the association 
Save out a statement recently that the 
committee to which the application had 
been referred had declined to act, there- 
by placing the onus of responsibility on 
the association itself. However, in noti- 
lying Spencer, Murphree & Spencer, 
President Yerger said that the commit- 
tee did not feel that the firm could be 
admitted under the association’s by- 
laws. i 


WILLIAM U. WEBB DEAD 

William Upson Webb, 63, for many 
years manager of the Buffalo office of 
the Hartford Fire, died recently in his 
home in that city, the funeral taking 
place in Bath, N. Y., where he formerly 
resided, Mr. Webb was prominent in 
Buffalo musical circles as well as in the 
insurance field. 


Second Appraisal Not Required If 
First Fails Without Parties’ Fault 
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without his fault. It added that, while 
there is no conflict in the federal de- 
cisions on the point, there is disagree- 
ment among the state courts. 

“The action here,” the court concluded, 
“is upon the agreement of the defendants 


Franklin W. Fort 





Fire Reinsurance Treaties 


Baltic Insurance Co., Ltd. 
Eagle Fire Insurance Company (NewJersey) 


18 Washington Place, Newark, N. J. 


(Denmark) 


Thomas B. Donaldson 








to pay for the loss occasioned by the 
fire. The appraisal clause is an agreed 
method for ascertaining the amount of 
the loss. Upon demand, the insured 
must in good faith comply therewith; he 
must name a competent and disinterested 
appraiser, and must not directly nor in- 
directly prevent the making of an award. 
But when this has been done he has 
complied with the terms of his contract, 
and if the award fails without his fault, of Kelly & Knox. When John Kelly re- 
he may bring his action on the policy tired Mr. Mead succeeded him and the 
without making or consenting to further firm became Knox & Mead, retaining 
appraisals. this title until Mr. Mead retired. The 

“The court so charged the jury, and deceased is survived by his widow, a son 
the judgment is accordingly affirmed.” and a daughter. 


WALTER F. MEAD OF TROY DIES 

Walter F. Mead, a local agent in Troy, 
N. Y., for over thirty years before his 
retirement in 1916, died there on May 3. 
He was 76 years old and had lived all 
his life in Troy. He entered insurance 
about fifty years ago with the agency 


Are you up a tree? 


...Are you stumped for new business... finding it hard 
to hold on to clients and to develop new contacts?... 


Here’s an idea!... 


Many people fail to realize the additional benefits 
derived from A.D.T. Sprinkler Supervision... how it in- 
creases protection and decreases fire and water losses. 


Explain how A.D.T. Service turns an automatic sprinkler 
system into an automatic fire alarm...how it keeps 
tab on the whole system day in and day out...how it 
effects economies in many cases. 


A.D.T. Sprinkler Supervisory Service is an interesting 
story to have in your sales kit... May we send you a 
book explaining it in a brief, interesting manner...with 
our compliments? 
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PLOESER SEEKS RE-ELECTION 

Walter C. Ploeser, member of the in- 
surance firm of Ploeser-Moseley-Watts, 
Inc., St. Louis, is a candidate for the 
Republican nomination for state repre- 
sentative from the First St. Louis district 
subject to the primary elections in Aug- 
ust. He was the “baby member” of the 
House of Representatives in the 1931 
General Assembly but went down to de- 
feat in the Roosevelt landslide of No- 
vember, 1932, when he sought re-election. 
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Howard W. Beebe Dies; 


Prominent Underwriter 
WAS ILL FOR THREE MONTHS 


President of Cessieee & Baker Held in 
High Esteem in Marine Insur- 
ance Field 


Howard Wade Beebe, 
well-known marine underwriting 
Carpinter & Baker of 99 John Street, 
New York, died at the home of his 
J. Whitney Baker, in 
on Sunday after an ill- 


president of the 
firm of 


brother-in-law, 
Plainfield, N. J., 
ness of about three months. He was 63 
years of age and had been president of 
the firm since 1907. Surviving are his 
widow: one daughter, Mrs. Howard D 
Shantz; a son, Howard Beebe; a sister, 
Miss Ethel J. Beebe of Brooklyn, and 
two brothers, George S. Beebe of Japan 
and Arthur Beebe of Brooklyn. At the 
time of his death Mr. Beebe was also 
president of the American Institute of 
Marine Underwriters. 

Jorn in Westfield, N. J.. Mr. Beebe 
was educated in private schools and the 
Brooklyn Polytechnic Institute. After 
leaving the institute he entered the office 
of a Wall Street banker and_ broker 
where he became familiar with the prin- 
ciples of the financial world. Later he 
pos sr Carpinter & Baker and after serv- 
ing as secretary he became president fol- 
lowing the death of John T. Baker, the 
father of J. Whitney Baker, who will 
p-obably become head of the firm. Un- 
der the direction of Mr. Beebe the ma- 
rine underwriting office enjoyed a nota- 
ble expansion and today holds a high 
position in the New York marine field. 
A man of fine personality and deep con- 
victions, he will be deeply missed by his 
associates in the business. 

Mr. Beebe took an active interest in 
iarine underwriting affairs outside of 
his own office and served on many com- 
mnittees of organizations, including the 
Board of Underwriters of New York, 
the Hull Syndicates, the United States 
Salvage Association and others. He was 
a member of the Maritime Association 
of the Port of New York and the Mari- 
time Law Association. His clubs includ- 
ed the Down Town and the Oakland 
Golf. He was much interested in yacht- 
ing. Carpinter & Baker recently moved 
to John Street from 3 South William 
Street where the office had been located 
for twenty-seven years. 


Marine Cxntialins Issues 
More Interpretations 


The Joint Committee on Interpreta- 
tion and Complaint, which passes on in- 
quirie s with respect to the uniform defi- 
nition of marine underwriting powers, 
has issued two more interpretations, one 
dealing with radio towers and the other 
with warehouseman’s liability. 

Bulletin No. 42 has for its 
“Radio Towers,” and makes the 
ing ruling: 





subject 
follow- 


“Radio towers may be insured under a ma- 
rine or inland marine form of policy provided 
such policy includes perilsgother than those 
enumerated in Section D of the definition, but 
the policy coverages for property damage, use 
and occupancy and consequential loss must ex- 
clude buildings, their furniture and furnishings, 
machinery and other 


generators, transformers, 


fixed contents and supplies held in storage 
therein.” 

On the 
Liability,” 
makes the 


“Warehouseman’s 


subject of “Warehouseman’s 
Interpretative Bulletin No. 43 
following decision: 
liability may be insured 
under a marine or inland marine form of pol- 
icy only if and while the goods or merchandise 
are eligible for marine coverage under the na- 
tion-wide definition and interpretation.” 


— ~— 


General Average and 
Fluctuating Currencies 


APPARENT UNDERINSURANCE 


United States Dollars, Dutch Florins and 
Japanese Yen Involved in 
Settlement of Loss 





\n interesting general average case in- 
volving apparent underinsurance due to 
fluctuations in currencies is outlined by 
the International Union of Marine In- 
surance in its official publication, the 
Marine Underwriter. Although the ship- 
ment of cargo was sent from Italy to 
Japan it was insured in United States 
money. The facts of the loss are as 
follows: 

The S. S. Zuiderkerk, a vessel flying 
the Dutch flag with a net registered ton- 
nage of 4,030 tons, left Antwerp, Ham- 
burg and Rotterdam in April, 1932, with 
a general cargo for East Asiatic Ports. 

On May 16, 1932, at Shanghai during 
discharge of cargo for that port and 
other Chinese ports, a fire originated in 
No. 5 “’tween deck,” which was finally 
overcome and extinguished, when water 
had been played on the burning cargo. 
After the fire was extinguished inspec- 
tion showed that cargo stowed in the 
compartment affected by the fire was 
considerably damaged by fire and/or 
water used to quell the fire. 


Adjustment Is Prepared 


In consequence of the foregoing events 
general average was declared, and in due 
course an adjustment was drawn up at 
Rotterdam by well known sworn adjust- 
ers on the basis of York-Antwerp Rules 
1924 in accordance with the provisions 
of the bills of lading. The general aver- 
age and salvage charges were computed 
at exactly 1.1% as applying to the vessel 
and cargo, the freight not contributing 
separately. 

The subject matter concerning which 
these notes are written involved a num- 
ber of casks, dyestuffs, which were 
shipped from Italy to Japan and were 
insured in United States’ currency. On 
arrival of the goods at their port of dis- 
charge, a general average guarantee was 
arranged by the claim-paying agents 
mentioned in the foreign certificate of 
insurance and this undertaking was only 
acceptable to the shipowners on unre- 
stricted lines as regards the contributory 
value. To protect underwriters, there- 
fore, a counter-guarantee was signed by 
the receiver of the goods, in which he 
agreed to refund to underwriters any ex- 
cess general average which might attach 
to the uninsured portion of the risk. 

On completion of the general average 
statement, application was made to the 
company’s agents who had signed the 
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guarantee on their behalf by the Dutch 
average adjusters for payment of the 
contribution attaching to this particular 
interest. It so+happened that the ar- 
rived value of this parcel calculated in 
Japanese currency had been converted 
into Dutch Florins, and as such appeared 
in the statement, so that the amount 
claimed by the adjusters on behalf of 
the shipowners was also in Dutch cur- 
rency. 
Problems of Conversion 

The claim had to be paid in Florins 
which were remitted to Rotterdam by 
means of the purchase of a draft on a 
Dutch bank, which must necessarily be 
bought by Japanese money. The amount 
so disbursed was debited to the prin- 
cipals of the settling agents, who in due 
course drew upon the English underwrit- 
ers for the amount in Yen of the gen- 
eral average plus their charges for pay- 
ment of the claim. As the accident to 
the vessel and her subsequent arrival 
at destination occurred in May, 1932, 
whereas settlement of the claim only 
took place in January, 1934, certain fluc- 
tuations in the currencies concerned, 
namely U. S. Dollars, Dutch Florins and 
Japanese Yen had operated, so that ap- 
plying the percentage of contribution to 
the contributory value in Japanese cur- 
rency appearing in the statement gave 
a much lesser figure than that with 
which underwriters had been debited. 
For instance, the said contributory value 
of the parcel of dyestuffs was shown as 
Yen 3200.—, which at the rate of 1.1% 
would be Yen 35.20, whereas underwrit- 
ers were charged with Yen 52.— repre- 
senting an increase of approximately 
50%. 

The reason for this disparity will not 
be difficult to understand when it is 
stated that on the date of payment of 
the claim the difference in value between 
Iutch Florins and Yen was roughly in 
the ratio of 50 to 100, while the exchange 
at the time the vessel and cargo parted 
company represented something like the 
ratio of 23 to 30. In these circumstances 
what was an underinsurance on comple- 
tion of the general average adjustment, 
was, owing to the operations of certain 
factors, a different proposition on arrival 
of the vessel at her destination, inas- 
much, as the goods at that juncture were 
fully covered. But in any event the con- 
tribution had to be paid in full to the 
shipowners, whatever the value turned 
out to be, by virtue of the unrestricted 
guarantee given on behalf of underwrit- 
ers. It remained then to be seen wheth- 
er a case of under-insurance could be 
made out, in which event underwriters 
could fall back upon the  counter- 
guarantee signed by the assured, and en- 
deavor to recover the excess General 
Average from the latter party. 


Other Angles Considered 


At this stage it is interesting to look 
at the matter from different aspects. If 
the claim for general average charges 
had been met by the assured in the first 
instance, underwriters not giving any 
guarantee or paying any deposit, and the 
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claim afterwards put forward under the 
policy, underwriters might have rea- 
soned in this way: “We cannot in any 
circumstances be liable for more than 
100% of the amount of our policy or for 
more than a correspondingly lesser pro- 
portion. Thus, we have issued a policy 
for United States $1,000 and the contri- 
bution being 1.1% our liability towards 
our assured could, in no event, exceed 
$l11—. If we pay the required amount 
in Dutch currency, at the present rate 
of exchange, we shall be paying far more 
than the limit of our liability under the 
policy.” This argument appears to be 
sound. 

Again, if the contributory value in the 
statement be adopted, i. e. Yen 3200.— 
underwriters would only be settling Yen 
35.20, which is 50% less than the con- 
signees would have to produce to obtain 
the required contribution in Florins. 

Now the question arises, was there 
any under-insurance at all at the crucial 
time, i. e. when the vessel and cargo 
parted company, and the answer is em- 
phatically in the negative. As this is the 
test in actual practice, it follows that any 
subsequent underinsurance which might 
arise owing to exchange fluctuations 
would not alter the fact that the goods 
were insured for their full value at the 
time, and that the shipowner’s claim 
must be paid in full without having re- 
course to the counter-guarantee. 





Scandinavia Appears to 


Favor The Hague Rules 


The committee revising the maritime 
laws of Norway, Sweden, Denmark and 
Finland have agreed on a definite draft 
which it is expected will be introduced in 
the parliaments of these countries next 
year. The draft provides for the incor- 
poration of the Hague Rules in two 
ways. First by a special law which is 
more or less a translation of the Rules 
and which is to apply to cargo shipped 
between any .of the countries concerned 
or other countries which have already 
adopted the Rules; and second, by the 
incorporation in the chapter entitled 
“Chartering” of the additional maritime 
law of rules similar to the Hague Rules, 
not as a unit but in sections. 

This second step was taken to pre- 
serve unity of practice where the four 
countries are concerned. Many expect 
that if the Scandinavian countries adopt 
the Hague Rules Germany will also. 
Axel Rinman, prominent Scandinavian 
underwriter and president of the Inter- 
national Union of Marine Insurance, is 
pleased with the progress made in the 
four northern countries. 





BRAZILIAN MORATORIUM 

Toward the end of February the presi- 
dent of Brazil granted to the govern- 
ment owned steamship line, Lloyd Bra- 
sileiro, a moratorium of ninety days, 
which relieved the line from any pay- 
ments during that period. Since then a 
law suit, instituted by American inter- 
ests against the line in American courts 
due to the loss of the S. S. Pelotas, has 
been decided in favor of the American 
interests and the line has to pay $1,000,- 
000 damages. For the time being the 
line is under Brazilian law exempted 
from payment, due to the moratorium, 
but it is not likely that American in- 
terest will accept this decision and may 
arrest vessels of the line in American 
ports. The moratorium has also the 
consequence that all claims against the 
line arising from freight damages are for 
the present “frozen.” 





ATLAS ASSURANCE REPORT 

The fire, marine and casualty pre- 
miums of the Atlas Assurance last year 
totaled £2,333,328, compared with £2,503,- 
528 in 1932, according to the home office 
report. The fire accounts returns a 
profit of 6.9% against 2.6% in 1932. How- 
ever, the 1925-31 average was 8.8%. The 
life insurance premium income of the 
Atlas has been increasing steadily for a 
number of years and last year amounted 


to £974,911. 
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Final Program for 
Pa. Insurance Days 


EARLE H. SCHAEFFER CHAIRMAN 


Speakers at Harrisburg Meet May 24-25 
Include Commissioner Graff; Messrs. 
Ives, Anderson, Gay, Rees 


With Earle H. Schaeffer of Harrisburg 
as general chairman and Past President 
William H. Kingsley, Penn Mutual, as 
banquet toastmaster, the annual Insur- 
ance Days of the Pennsylvania Insur- 
ance Federation will be held at Hotel 
Penn-Harris, Harrisburg, May 24-25. 
Joining with the Federation in this an- 
nual event are the Pennsylvania Fra- 
ternal Congress, Pennsylvania State As- 
sociation of Mutual Fire Insurance Com- 
panies, Pennsylvania State Association 
of Life Underwriters and Philadelphia 
Health & Accident Alliance. Alvin D. 
seyer, president of the Federation, will 
respond to the welcome on the opening 
day which will have as speakers: 

W. W. Matthews, safety director in 
the Pennsylvania Department of Reve- 
nue, who will discuss “Methods of Ap- 
plication & Practical Results of the New 


Pennsylvania Financial Responsibility 
Law.” 
Charles H. Graff, acting insurance 


commissioner, whose topic will be “De- 
partmental Flashes.” <A descriptive lec- 
ture by Dr. C. Valentine Kirby, state di- 
rector of art, followed by a tour of in- 
spection of the Pennsylvania state mu- 
seum. 

On the second day with President 
Beyer as chairman the guest speaker 
will be Henry Swift Ives, special coun- 
sel, Association of Casualty & Surety 
Executives, who will discuss “State In- 
surance Supervision.” The convention 
will then departmentalize itself with sep- 
arate sales congresses for life, fire and 
casualty, mutuai fire, industrial health 
and accident and fraternal. Among the 
speakers at these sessions will be the 
following : 

Life: W. J. Bradley, Home Life of America, 
chairman; speakers: T. M. Stokes, Metropoli- 
tan Life; Clyde F. Gay, Aetna Life, John H. 
Rees, Colonial Life, and Stewart Anderson, 
Penn Mutual. 

Fire and Casualty: W. 
risburg Agents’ Association 
man; speakers: W. Y. Blanning, Pennsylvania 
Public Service Commission; W. Warren Ellis, 
National Association of Insurance Brokers; R. 
Malcolm Kraft, Kraft Bros., Inc, of Camden. 

Mutual Fire: I. Wallace Fleek, Grocers Cash 
Deposit Mutual, chairman; speakers: Wilmei 
CroW, Retailers’ Mutual Fire; Paul W. Pear- 
son, Penn Mutual Fire; W. W. Dodson, Mer- 
chants & Business Men’s Mutual Fire; B. W. 
Dambly, Perkiomen Valley Mutual Fire. 

Industrial Accident & Health: William Mack, 
president, Charter Mutual Benefit, chairman; 
speakers: W. H. Lenhard, Jr. Progressive Life, 
Health & Accident; Robert S. Garey, United 
Friends Beneficial Society; George M. Gray, 
Commonwealth Beneficial Association. 

Fraternals: Allen P, Cox, president, Pennsyl- 
vania Fraternal Congress, chairman; speakers; 
Thos. E. Walters, Jr., O. U, A. M.; Fred A 
Service, Protected Home Circle; F. M. Speak- 
man, consulting actuary, and Mrs. I. L. Young, 
Supreme Forest Woodmen Circle. 


Stewart Taylor, Har- 
president, chair- 


_The luncheon of the Pennsylvania 
State Association of Life Underwriters 
will be presided over by Lee D. Heming- 
Way, its president, with Vincent B. Cof- 
fin, Connecticut Mutual, as guest speak- 
er. In the afternoon will come the gen- 
eral session with the feature address by 
Dr. Stanley L. Krebs, New York sales 
expert, while the banquet speaker will 
be Henry T. Rainey, Speaker of the 
House of Representatives. Program for 
the ladies includes bridge tournaments, 


N. J. Casualty Ass’n 
To Aid J. J. Toohey 


IN FIGHTING COMP. RACKETS 
Set June 20 As Outing Date at Spring 
Brook Country Club; Non-Payment 
of Premiums Discussed 
Co-operation of the Casualty Under- 
writers Association of New Jersey with 
John J. Toohey, Jr., state commissioner 
of labor, in combatting workmen’s com- 
pensation racketeering was one of the 
chief topics before the association’s 
monthly luncheon meeting Wednesday at 
the Newark Athletic Club. Commission- 
er Toohey, invited but unable to attend, 
sent his regrets in a nice letter to Byron 
C. Conklin of O’Gorman & Young, who 
is chairman of the association’s compen- 
sation committee. It was arranged that 
Chairman Conklin with his committee 
members—Walter A. Schaefer, associa- 
tion past president, and E. C. Graff, Gen- 
eral Accident manager—would confer 
shortly with the commissioner on new 
aspects of the compensation probe fol- 
lowing the approved appropriation of 
$25,000 by legislature for its continuance. 
Indicating that his administration of 
the law will be vigorous Commissioner 
Toohey this week recommended to the 
legislature a measure designed to put 
teeth in that part of the compensation 
law dealing with employers who fail to 
carry such insurance. He would have 
such failure remain a misdemeanor but 
would increase the fine from $500 as now 
provided, to $5,000 maximum, with or 
without imprisonment up to one year. 
Under the amendment the state labor 
department might start proceedings in 
police courts against offending employers 
instead of making charges as at present 

to the county prosecutor. 


Physicians’ Lien Bill Discussed 

As chairman of the legislative commit- 
tee Mr. Graff told of the strenuous ef- 
forts made by his committee in co- 
operation with the Association of Cas- 
ualty & Surety Underwriters to defeat 
Senate Bill No. 136, providing for physi- 
cians’ liens. After the measure had 
passed both houses a public hearing was 
arranged before Governor Moore at 
which a brief was presented by counsel 
expressing the opposition of both attor- 
neys of the state and insurance compa- 
nies. Despite the further opposition of 
county bar association members and 
about thirty large industries the Gover- 
nor felt obligated to sign the bill. It 
had support of medical associations. 

Mr. Graff referred te Assembly _ bill 
No. 408 now up which by amendmient 
would extend the provision of the lien 
law to compensation insurance. Tt also 
provides that persons may be taken to 
hospitals and receive treatment for in- 
juries at “reasonable” rates, the word 
“reasonable” having been substituted for 
“ward” rates previously provided. 

Outing on June 20 

Jack Nolan, Actna Casualty & Surety, 
chairman of the outing committee, re- 
ported that arrangements have been 
made to hold it on June 20 at the Spring 
Brook Club, Morristown, where lunch, 
dinner and green fees will cost $3 per 
person with $1 additional for entertain- 
ment and prizes. About 100 are expect- 
ed to attend. The suggestion for the 
Spring Brook Club was made by Albert 


touring, trip to Hershey, Pa. and the 
banquet and dancing. A most attractive 
display of door prizes, to be given at 
each event of the ‘convention, has been 
arranged by Sceretary-Manager Homer 
W. Teamer. 
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Automatic Cancelation Up 


It was learned this week that the 
| National Bureau of Casualty & Sure- 
| ty Underwriters will vote in June on 

putting an automatic cancelation 

clause in all casualty policies, with 
| the provision that premiums must be 
| paid within thirty or forty days. This 
| step is being seriously considered by 
| member companies, it is learned. 
| 





\. Thyselius, Hooper-Holmes Bureau 
supervisor in Newark, who is a member 
of that club. The golfing events will in- 
clude a kicker’s handicap. The associa- 
tion, Mr. Nolan said, has been given 
practically exclusive use of the club for 
June 20. 

Ernest H. Babbage, Bankers Indem- 
nity vice-president, presiding, also re- 
ceived association approval to support 
again this year Director Sheridan of the 
Newark board of education in his annual 
prize awards to those school pupils serv- 
ing as safety police, who had given the 
most meritorious traffic service during 
the year. 

The suggestion was then made by H. 
W. Hodge, National Surety manager, for 
a central clearing house of information 
on non-payment of premiums so_ that 
when policies are cancelled other com- 
pany branch offices will be duly notified. 
This matter, which was discussed at 
length, has come up a number of times 
in the past. The sentiment was for its 
establishment although no action was 
taken. It was also felt that exchange of 
information on cancelations between 
New York and Newark branch offices 
would be helpful. 


AFTER A. A. A. LAW IN ILL. 

A statewide campaign in Illinois for 
the early adoption of a financial respon- 
sibility act for motorists and for a driv- 
ers’ license law, as means ‘of reducing 
the toll of automobile deaths and acci- 
dents, has been launched this week in a 
huge Springfield rally, attended by civic 
organizations and public officials. The 
movement is inspired by this year’s in- 
creasing traffic toll, downstate more than 
in Chicago. 


INDEPENDENT BROKERS MEET 

The inauguration of the Independent 
Brokers Association of Brooklyn, Inc., 
formerly the Brownsville & East New 
York Insurance Brokers Association, was 
held on Monday in Brooklyn with Presi- 
dent Samuel D. Rosan presiding. <A 
communication was read from the New 
York Fire Insurance Exchange stating 
that the Exchange granted the request 
to extend the final payment of premiums 
on March items to May 22, due to the 
Jewish holidays which occur on May 20 
and 21. It was the opinion of members 
of the association that the $2 fee charged 
by casualty companies on policies writ 
ten on the instalment payment plan 
should be eliminated and that the matter 
be taken up with the casualty companies. 


Insurance Men Win in 
New Jersey Primaries 


Primary election day in New Jersey 
on Tuesday brought a number of insur- 
ance men into the political limelight 
Winant Van Winkle, Loyalty group cas- 
ualty vice-president, won the Republi- 
can nomination for the state senate while 
Col. Lewis B. Ballantyne, Democrat, also 
of the Loyalty group, is up for re-elec- 
tion to the state assembly. Both are 
from Essex County. 

Albert A. Thyselius, New Jersey super- 
visor, Hooper-Holmes Bureau, was nom- 
inated for the assembly on the Morris 
County Democratic ticket. Mr. Thyselius 
was also nominated for justice of th« 
peace in Madison, N. J., his home town 
Maxwell H. Mayer, Republican, made a 
successful race in Middlesex County for 
the assembly. Mr. Mayer is borough 
agent of the Ocean Accident in New 
York 

To many New Jersey insurance men 
the Republican nomination of Harold G 
Hoffman for Governor was good news. 
As state motor vehicle commissioner Mr 
Hoffman has taken an interest in auto- 
mobile accident prevention and spoken 
before many insurance gatherings. Vic- 
tor in eight political contests, he faces 
the hardest fight in his career with his 
Democratic opponent being William L 
Dill, a former motor vehicle commis- 
sioner. 


Casualty Meetings Today 


Of interest to casualty people are the 
meetings today of the Casualty Actuarial 
Society and the Insurance Federation of 
the State of New York. The actuaries 
are in semi-annual session at the Wal- 
dorf-Astoria Hotel, New York, with 
Paul Dorweiler, Aetna Life, presiding 
The New York Federation, Frederic G 
Noxsel of Buffalo president, is meeting 
at Hotel Ten Eyck, Albany. 

EXPECT SHORT HAUL CHANGE 

The National Bureau of Casualty & 
Surety Underwriters is expected on June 
1 to make effective a short haul radius 
of fifty miles for truckmen instead of 
twenty-five miles formerly the limit for 
the short haul rate In fact, there will 
be three rating classifications instead ot 
two with any haul over 150 miles taking 
the long distance rate 


G. D. HEATON DEAD 
George D. Heaton, 56, for fifteen years 
Louisville manager of the National 
Surety, died recently. He had been in 
ill health for several years but was abl 
to continue with his work, until recently 
forced to resign 


CONTINENTAL CAS'LTY ELECTION 

H. W. Sweatt, vice-president and gen- 
eral manager, Minneapolis-Honeywell 
Regulator Co., is a new Continental Cas 
ualty director, having been elected at its 
annual meeting of stockholders All 
other directors and officers were re- 
elected. 
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Specific Liability and Compensation 
Problems Featured A. M. A. Meeting 


Two-Day Atlantic City Conference of Insurance Buyers With 
W. J. Graham, Equitable Society, in Charge; Annual Gen- 
eral Management Conference in N. Y. Next Week 


The American Management Associa- 
tion, composed of a large group of Amer- 
ica’s outstanding business organizations 
and executives in practically all lines of 
business, held its annual insurance con- 
ference on Monday and Tuesday at 
Chalfonte-Haddon Hall, Atlantic City, 
under the direction of P. D. Betterley, 
assistant treasurer, Graton & Knight Co. 
of Worcester, who is A.M.A. vice-presi- 
dent in charge of its insurance division. 
As president of the American Manage- 
ment Association W. J. Graham, Equi- 
table Life Assurance Society vice-presi- 
dent, took a prominent part in the con- 
ference and made the lead-off address 
on the opening day. More than fifty big 
insurance buyers attended including A 
G. Westcott of the Union Ice Co., San 
Francisco. 

The annual general management con- 
ference of the A.M.A., it is learned, will 
be held May 24 and 25 at the Hotel 
Pennsylvania, New York, with President 
Graham again taking the leading role. 
Among the interesting topics is “The 
Economic, Political and Social Setting of 
Business Administration” with various 
sub-divisions such as the Monetary and 
Credit Setting, the Labor Background, 
the Agricultural Background and the 
N.R.A. Background. Vice-President Bet- 
terley is scheduled to discuss “Insurance 
Buying Policies” which will cover such 
topics as 

1. Need for extensive protection has de 
veloped 

2. Growth of hazards requires revision of 
protection methods, 

3. The real purpose of insurance is responsi 
bility of management. 

4. Buying insurance is an intricate process 
Initiative and research needed. 


R. D. Roley Features P. L. Risks 


Because of the interest at this time in 
workmen’s compensation insurance, pub- 
lic liability and specific liability risks, the 
emphasis was placed on these subjects at 
this week’s conference. R. D. Roley, in- 
surance and personnel manager, Boston 
Consolidated Gas Co., was the first 
speaker with a formal paper on public 
liability insurance in which he gave ar- 
guments in favor of handling this type 
of risk on an excess basis of some sort 
He felt that all insurance companies will 
sooner or later be forced to handle th« 
large insurer on a different basis than 
the small insurer. Excerpts from his 
paper follow: 

“Generally (in public liability insur- 
ance) three legal wg? are involved. 
One known as the Code Napoleon reads, 
‘Every person capable of discerning 
right from wrong is responsible for the 
damage caused by his fault to another 
whether by positive act, imprudence, ne- 
glect or want of skill.’ A second known 
as the law of master and servant reads, 
‘The master is answerable for every 
wrong of the servant or agent as it is 
committed in the course of the service 
and for the master’s benefit. A_ third 
which has been. revived lately by 
the Supreme Court of Missouri reads, 
‘An employe is liable whenever he is 
guilty of such negligence as would cre- 
ate a liability if no relation of master 
and servant or principal and agent ex- 
isted between him and another.’ 


Naming of Additional Assureds 


“A close study of these legal principles 
may leave us a little confused as to just 
who is liable, but it will show the neces- 


sity of giving some thought to the nam- 
ing of additional assureds. Theoretically, 
the named and additional assureds should 
include the owner of the property as 
well as all of the officers and employes. 
Practically, I suppose this would be im- 
possible, but it does seem necessary that 
the executive officers or partners and re- 
sponsible managers be included as addi- 
tional assureds. 

“It would seem that the next step is 
tc ascertain to whom we are legally lia- 
ble and those who would generally be 
considered ‘the public’ under any public 
liability policy. In most cases, the pub- 
lic would be made up of one or more of 
the following groups of people: 

Authorized representatives of governmental 
departments, public service corporations and 


other institutions; 2. Customers; 3. Salesmen 
and collectors; 4. Delivery men. 


“5. Workmen employed by contractors; 6. Ap 
plicants for employment; 7. Friends of employes 
who visit them during working hours; 8. Chil- 
dren and trespassers, and 9. Passers-by. 

“T doubt whether our friends in the 
insurance business can produce better 
ghosts to frighten us into buying a public 
liability policy than are shown in the 
foregoing. I consider the parading of 
ghosts a very low form of salesmanship, 
especially since every type of business 
that I have any knowledge of has real 
hazards which can be and should be 
covered by public liability insurance. It 
has always been my opinion that general 
public liability insurance is not utilized 
tc its fullest, practical extent. Some of 
this may be due to having given too 
little thought to the hazards involved 
and some of it to the numerous policies 
and endorsements that are necessary to 
cover all the hazards.” 


P. L. More Important Than P. D. 


Further along Mr. Roley explained 
why in many cases public liability insur- 
ance is more important than property 
loss insurance for both large and small 
companies, especially in the case of 
abandoned or little-used properties. He 
said: “In quite a few locations we find 


that a loss under the public liability 
policy can be greater than any property 
damage loss we could possibly suffer. We 
feel that a special study must also be 
made before we can arrive at the limits 
of protection which should be carried on 
different locations. Our limits are any- 
where from $10,000/$25,000 to $25,000/ 
$1,000,000 and over.” He would not say 
as to what limits of liability should be 
carried at any location without making 
a special study of the operations, con- 
ditions and the laws of the state in which 
it is situated, feeling that the size and 
financial condition of the company often 
has an effect on the limits that should 
be carried. 

Mr. Roley spoke frankly on self- 
insurance saying: “The only public lia- 
bility risk we self-insure is in the public 
utility field, but we do carry an excess 
public liability policy covering the risk. 
Our principal reason for self-insurance 
in this case is that most claims made 
against us are of such a nature that our 
service and safety departments must 
make an investigation. There would be 
some duplication of effort if an insur- 
ance company were also required to send 
out an adjuster. We feel that, since 
most of these claims are made by our 
customers, our own organization handles 
them a little more diplomatically. The 
information we gain by our own inves- 
tigation helps us to decide to what ex- 
tent these claims should be protested.” 


Argues for Deductible Basis 


The speaker continued: “It has always 
been my opinion that many public lia- 
bility risks should be handled on an ex- 
cess basis of some sort. I think the 
same reasoning could be followed in gen- 
eral public liability insurance that is used 
in collision insurance on an automobile 
or in many types of marine insurance. 
As you all know, there is a large per- 
centage of saving in the automobile in- 
surance premium if a deductible policy 
is bought rather than a full coverage 
policy. The same thing is true to a 
great extent in marine coverage. If it 
has been possible to handle these types 
of insurance along that line, I see no 
reason why it should not extend to gen- 
eral public liability, or, as far as that is 
concerned, to any other type of insur- 
ance. 

“Some of my friends in the insurance 
business have contended that it is un- 
fair to compare the losses on a deduc- 
tible risk with those of a fully insured 
risk, because the self-insurer does every- 


(Continued on Page 36) 


Insurance Buyer’s Viewpoint On 
Compensation Insurance Given 


One of the most timely discussions of 
the Insurance Conference of the Amer- 
ican Management Association in Atlantic 
City this week was on workmen’s com- 
pensation insurance, led off by H. L. 
Jamison, president, Richard L. Roberts, 
Inc. Following his formal paper, which 
featured rating and accident prevention 
problems rather than underwriting, the 
following insurance buyers participated 
in the round table discussion: % N. 
3radford, Valley Camp Coal Co.; 7. 
Dennehy, Union Carbide & barbo 
Corp.; W. H. Palmer, assistant treas- 
urer, Lowe Paper Co.; James S. Dodge, 
Pittsburgh Plate Glass Co., and Macon 
P. Miller, personnel director, Lynchburg 
Foundry Co. 

Mr. Jamison first referred to the study 
which has been made by compensation 
raters of systems other than payrolls as 
the basis for computing the premium. 
The consensus of opinion seemed to be, 
he said, that after certain weaknesses in 


the payroll system are remedied, it is 
still the simplest and best basis to use. 
To substitute man hours, machine units, 
or other bases, would be expensive to 
set up, and after several years of use 
might also develop serious defects. He 
went on: 

“The Insurance Buyers of New York 
(who also meet this week), in their rec- 
ommendations to the insurance commis- 
sioners’ special Committee on Compen- 
sation Insurance, suggested that if better 
trained payroll auditors were used by the 
insurance companies, or if a central audit 
bureau representing all companies could 
be set up for the purpose of auditing 
payrolls, a major item partly responsible 
for the unfavorable loss ratio under com- 
pensation insurance would be eliminated. 

Central Audit Bureau Favored 

“We are at a loss to understand why 
the insurance companies seem to oppose 
such a bureau, because its economy is 
obvious. If they can successfully oper- 
ate rating organizations under which 
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W. J. GRAHAM 
Equitable Society Vice-President who 
is president of American Man- 
agement Ass'n 


less experience, etc., is cleared with the 
expense of administering rates much less 
than it would cost insurance companies 
individually, we see no valid reason 
against a central audit bureau. 

“There is nothing inequitable about 
the payroll basis, if every assured files a 
true payroll and the insurance carrier 
allots it properly as to classification or 
rate. Perhaps the opposition to a co- 
operative, non-competitive audit bureau 
is due to some insurance companies 
granting incorrect concessions through 
manipulation of the payrolls. If all pay- 
rolls were properly developed and _ al- 
lotted, it might temporarily increase 
some premiums, but in the long run, un- 
der an efficient experience rating plan, 
the true and proper premium charge 
should result on each risk. 

“Along this line it has been suggested 
that the carriers might greatly reduce 
their overhead expense by handling com- 
pensation through a co-operative organ- 
ization similar to the Factory Insurance 
Association or the recently formed Ex- 
cise Bond Underwriters.” 

Discussing the elimination of schedule 
rating in all but a few states the speaker 
said he had been informed by the statis- 
tical department of the National Council 
on Compensation Insurance that “while 
the abandoning of schedule rating may 
increase some rates and decrease others, 
under operation of the experience rat- 
ing plan the policyholder’s net cost with- 
in a reasonable time should work out 
about the same.” The time the rating 
beard inspectors formerly devoted to 
checking up on machine guards, etc., will 
be used, said Mr. Jamison, in verifying 
the accuracy of the classification and 
rates to be applied to the particular risk. 

Further along Mr. Jamison explained 
that one of the most important duties of 
the insurance manager or person in 
charge of the compensation insurance, is 
to check the mathematical accuracy of 
the schedule and/or experience rating 
data, from which the rate itself is de- 
veloped. “It is particularly important 
where the contract is negotiated direct 
with the insurance company,” he said. 
“Where it is handled through a broker or 
agent, this is his job. Very frequently 
an audit of the filed payrolls, medical 
expense and paid and outstanding claims 
for the four or five year’s experience rat- 
ing period, develops glaring errors due 
to carelessness on the part of the insur- 
ance company or rating board or both. 
Differences have been discovered be- 
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tween the actual payrolls upon which the 
assured paid the premium and those filed 
with the rating organization running into 
the hundred thousands of dollars. * * * 
Checking Claim Data and Costs 


“A most important item, and one 
which it is most difficult for an assured 
to check, is the claim data furnished by 
the insurance company to the rating 
board, particularly where there are large 
reserves set up on outstanding claims. 
The adequacy or correctness of these 
reserves is entirely up to the insurance 
carrier. It is essential that the insurance 
manager be thoroughly familiar with all 
the large claims and should receive 
quarterly or annual reports from the 
carrier as to their present status. The 
company should furnish full particulars 
on reserves which seem too high. 

‘It is surprising to see how quickly 
the line of accident frequency and cost 
starts to go down after those in the man- 
agement who are responsible, have a 
working knowledge of the factors which 
control the cost of their compensation 
insurance. Too often foremen and su- 
perintendents look on compensation in- 
surance, guarding of machines, safety 
committee meetings, etc., as a nuisance 
and feel that simply because they have 
insurance they should not worry. Un- 
fortunately this attitude can do untold 
harm for in time the employer finds that 
his rate has steadily increased and his 
compensation insurance is costing far too 
much and more than the average paid 
bv his competitors in the particular in- 
dustry. We have found that nothing 
arouses a manufacturing executive to 
real safety activity so much as finding 
that his competitors in the same line of 
business are enjoying lower compensa- 
tion rates than he.” 

Among other things the speaker sug- 
cested that the arithmetic of compensa- 
tion rating should be explained to the 
safety committee so that they will under- 
stand how important it is to their firm 
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and to their fellow-workers that safety 
work be carried forward in the proper 
spirit. Furthermore, they should under- 
stand that for every $60 the insurance 
ccmpany has to pay out in medical ex- 
pense or indemnity, they ultimately have 
to receive $100 in premium. Also impor- 
tant is the fact that for every $100 the 
insurance company has to pay in claims, 
it is estimated the employer will lose 
almost $400 indirectly from damage to 
machinery or stock, lost time of the 
foremen and otlers near where the acci- 
dent happens. 

“After these simple ideas are under- 
stood,” the speaker said, “the safety or- 
ganization begins to function in spirit, 
instead of being just a ‘Paper organiza- 
tion,.’” 


Selecting Hospitals and Doctors 


As to the selection of hospitals and 
doctors, he said it should not be left up 
to the employes but should be worked 
out by the employer and the insurance 
company co-operatively. He declared: 
“Frequently in analysing the medical 
cost under the experience rating sched- 
ule, we find by comparison with Schedule 
Z that it is out of proportion to the 
average for the _ industry. Digging 
further, we find doctors who have kept 
cmployes running back to them for un- 
necessary treatments and dressings. 

“Unfortunately some doctors seem to 
feel that insurance companies and em- 
ployers are legitimate prey and that they 
are justified in getting all the traffic will 
bear for themselves and the injured 
workman. By checking with the insur- 
ance companies’ medical departments, we 
find that they and other insurance com- 
panies have had unfavorable experiences 
with certain doctors in the community. 
3y arranging to have all, or most of the 
cases referred to ene reliable doctor, it 
is possible to save as much as 25% of 
the regular fees. * * * 

“Centralized hospital clinics operated 
by insurers in some cases have been very 
satisfactory in that the medical expense 
is less than at ‘retail.’ These clinics are 
out to keep down expense, because they 














are subsidized by the insurance com- 
pany. However, there have been some 
clinics used by several carriers co- 
operatively where unsatisfactory prac- 
tices and methods were discovered. It 
would seem that this is a matter to be 
worked out in each individual case.” 


Occupational Diseases 


Coming to the much discussed subject 
of occupational diseases, Mr. Jamison 
said they are now included in many com- 
pensation laws and that the trend is very 
decided toward including more of such 
diseases rather than the other way. He 
added: “It seems futile for the employer 
to attempt to stem the tide completely, 
although we should co-operate in having 
the diseases limited as has been sug- 
gested in New York and other states 
recently. In certain industries the occu- 
pational disease hazard is very severe 
and while it is true that the workers ac- 
cept employment knowing the hazard, if 
the employer does not provide the nec- 
essary safeguards which in many cases 
are available, it seems only reasonable 
that the employe and his dependents 
should receive compensation on the sam« 
theory as he does for occupational in- 
juries.” 

Discussing self-insurance plans, he 
said they are out of the question for 
small or average sized risks although 
some larger employers with well-organ- 
ized insurance and legal departments, 
are able to administer their own work- 
men’s compensation insurance, and in 
some instances the total cost of claims 
and administration expense is less than 
it would be if they insured with a stock 
or a mutual company. 

The speaker referred briefly to the 
fact that “an important group of stock 
casualty insurers are favorably, inclined 
toward special plans of rating for large 
risks. Such plans include retrospective 
experience rating and deductible or stop- 
loss coverage. They are vigorously op- 
posed by participating companies and so 
far supervisory authorities have been 
cool to such suggestions.” 








| Boiler Premiums Gain 


A healthy increase in premiums for 
the year ending May 1 was reported 
at the annual meeting of the boiler 
and machinery department of the Na- 
tional Bureau of Casualty & Surety 
Underwriters last week. This em- 
braces six months of 1933 and six 
months of this year. It was set forth 
in the annual report of J. P. H. de 
Windt, manager of the department 

The governing committee of this 
department was increased from five 
to seven, under provision of an 
amendment of the constitution of the 
National Bureau. The two new mem- 
bers elected were: L. J. Carling of 
the Fidelity & Casualty and A. B 
Caraccioli of the London Guarantee 
& Accident. 

The department now includes in its 
membership or as signers of the 
agreement every company in the 
United States transacting boiler and 
machinery insurance except one 








CONSOLIDATED IND. IN N. J. 


Vice-Chancellor Buchanan of Newark 


N. J., has appointed Charles Handler re 
Vehicle 
Agency Corp., an affiliate of Consolli 


ceiver for the Underwriting 
dated Indemnity now in rehabilitatior 
Mr. Handler had been appointed New 
Jersey custodian receiver for the Con 
solidated last week on application of 
Charles M 


creditor. It was on Grosman’s applica 


Grosman, appearing for a 


tion that Handler was named receiver for 
Vehicle Underwriting. 


NEW TRAVELERS BRANCH 
George A. Marshall, Jr., has opened a 
branch of the Travelers Insurance Co 
in Hamburg, a Buffalo suburb. He for- 
merly was cashier of the Seneca Na 


tional Bank, Buffalo 








EXCELSIOR 


@ Remember the story of the mountain-climbing youth and his banner with the 
strange word—EXCELSIOR? Remember how this motto urged him on to greater 
heights than ever achieved before? 


@ The motto—EVER ONWARD AND UPWARD, could well be applied to the 
progress of the Western and Southern Group. 


@ A group that has risen slowly, surely and irresistibly in undoubted financial 
strength, security and the confidence of the public and the agents. 


@ For your own satisfaction you should know more about these Companies and 
what they can do for you. Why not write—TODAY? 


THE WESTERN & SOUTHERN INDEMNITY €o. — | 
THE WESTERN & SOUTHERN FIRE. INS. CO. 


Charles F Williams, Aesident 








CINCINNATI, 


OHIO 





WilliamC. Safford, Genera/ Manager | 
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A. B. Samuels Continues Fight for 
Consolidated; New Co. Licensed 


Another visit was made this week by 

\. Bertram Samuels, president of the 
Consolidated Indemnity, in an effort to 
vet additional R. F. C. financial aid for 
the company now in rehabilitation. If 
rehabilitation efforts are unsuccessful 
Mr. Samuels intends to return to the pri- 
vate. practice of law with an office on 
lower Broadway, New York, in associa- 
tion with I. Maurice Wormser, profes- 
sor of law at Fordham University, who 
was formerly editor of the New York 
Law Journal. 

Late last week owners of 500 Consoli- 
dated-insured taxicabs in Albany and in 
eighteen other capitol district countics 
were informed by Motor Vehicle Com- 
missioner Harnett that they would have 
to get new policies within five days to 


protect the public. A similar situation 
existed in New Jersey. 
The Manhattan Mutual Casualty, the 


formation of which was reported in last 
week’s issue of The Eastern Underwrit- 
er, has obtained its New York state li- 
cense. Its application to do business 
listed David C. Arnstein, president, and 
Harry C. Grossman, secretary. Some of 
the Consolidated’s taxi business has al- 
ready been taken over by this company 
which is now functioning. Among its 
organizers is Lawrence Malawista, ex- 
ecutive vice-president of the Consolidat- 
ed. Mr. Samuel will be its counsel. 


R. H. MONAGHAN DOING WELL 


Robert H. Monaghan, assistant pub- 
licity director, National Bureau of Cas. 
ualty & Surety Underwriters, is doing 
well in St. Luke’s hospital, New York, 
after an operation for an acute attack 


of appendicitis a week ago. 


WINDOW SMASHING SALES AID 

\braham Benjamin, insurance agent, 
was held on conspiracy charges to de- 
fraud, to the Chicago grand jury last 
week when two boys testified that he 
had hired them to smash windows to 
further his insurance business. 
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NATIONAL FIELDMAN’S DEBUT 
First Issue of otional Surety House 
Organ Contains Tribute to Vincent 
Cullen; Progress of First Year 
Given 


\s if in special recognition of the suc- 
cessful completion of its first year the 
started this month 
The National 
Gernhardt, pub- 
As its 
name indicates it is a house for the 
agents in which the aim will be to run 
breezy and newsy digests of field activi- 
ties and information of interest to those 
on the production firing line. 

Appropriately the first issue contains 
a tribute to Vincent Cullen, who as chief 


National Surety Corp. 
the 
Fieldman, 


with publication of 
edited by 


the 


Joe 


licity director of company. 


executive has guided the company 
through its first year. The net pre- 
mium volume of more than $9,000,000 


produced during this period speaks vol- 
umes for the loyalty and devotion of the 
field force to their President, his fellow 
officers and to their company. 

It is also significant that despite many 
emergency expenses incident to the 
launching of the National, its expens« 
ratio for the past twelve months has been 


approximately 49%, loss ratio less than 
43% and cash position at $1,217,149. To- 
tal assets as of March 31, 1934, on an 


actual market basis stood at $12,698,982. 


JOIN RICKERD AGENCY 


Russell AuWerter and Robert Staples, 
two Detroit artists, have joined the C. E. 
Rickerd Advertising Agency at Detroit, 
specialists in insurance advertising ac- 
counts. Mr. AuWerter, previously with 
the Standard Accident, is art director of 
the new Rickerd agency. 


TOWNER ‘BUREAU MOVES 

The Towner 

R H. Towner, 
Amsterdam 
John Street. 
will be 


Rating Bureau, headed by 
has moved to the New 
Casualty Co. building at 60 
Its twenty-fifth anniversary 
observed in October. 


Fighting Organized Claim Fraud 


Casualty insurance 
out the country are fast mobilizing in the 
nation-wide campaign against the claim 
fraud army with its cohorts of ambulance 


adjusters through- 


chasing lawyers, dishonest doctors, “ac- 
cident” workers, professional witnesses 
and jury bribers. A survey just com- 


pleted by 
National 


the claim department of the 
Bureau of Casualty & Surety 


Underwriters reveals that there are to- 
day forty-five active associations of the 
claim forces in the larger cities of twen- 
ty-six states, with more in the process 
of formation. Each has complete organ- 
ization with a definite program. They 


are in contact with the police authorities, 


bar associations and medical socicties, 
the index bureaus of every section, and 
all organizations devoted to the suppres- 
sion of crime. 

The larger cities of California have 
four such associations, Indiana three, 
Massachusetts two, Minnesota two, Mis- 
souri two, New York four, Ohio three, 
Pennsylvania three and the state of 
Washington two. In the other states sin- 
gle organizations are to be found in the 
largest city All these are cistered 
with the Bureau’s claim department. It 


will be 
United States. The 
that in the smaller 
three or four adjusters 
for the exchange of 


is believed that soon there 
y-five in the 
also reveals 
groups of 
frequently 
tion. 


seven 
survey 
cities 
meet 
informa- 


Some of the work done, in 
the exchange of necessar\ 
has been of great assistance 
panies. For instance, 
Bureau Claim Association has made an 
agreement with the medical society for 
the handling of that phase of claims. In 
others they have met with bar 
tions for the investigation of 
vho are considered to bs 


addition to 
information, 
to the com 


in Philadelphia the 


associa 
lawvers 
violating the 


code of ethical practice. All associations 
are kept informed of the appearance of 
particular claim traud bands in their lo- 
cality, and in turn they forward all in- 
formation that comes to them to index 
bureaus. 

Whenever companies combine to 
tack a particularly bad situation, such as 
in Massachusetts, New Jersey or St. 
Louis, the adjusters’ association prompt- 
ly becomes actively identified with the 
movement. As all of these men are ex- 
perienced the companies are able to avail 
themselves of the services of a great fight- 
ing force almost at a moment’s notice. 
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thing possible to prevent accidents and 
goes beyond anything he agreed to or 
ever attempted to do while with an in- 
surance company. This statement is 
likely true, but at the same time is the 
best argument I know of in favor of 
having policies written on a deductible 
vasis, for after all our chief concern 
should be the prevention of accidents. 

“T am of the opinion that all insurance 
companies will sooner or later be forced 
to handle the large insurer on a differ- 
cent basis than the small insurer.” 


R. B. Service on Specific Liability 
Risks 


Robert B. Service, Jr., assistant to the 
controller of the Norton Co., introduced 
the afternoon’s discussion on “Specific 
Liability Risks” with a formal paper 
covering such questions as (1) Does the 
operation of elevators expose the owners 


to special hazards? (2) What are the 
hazards for owners of cranes, cable car- 
riers, private switching engines, etc.? and 


(3) What types of machinery and spe cial 
equipment create hazards which should 
be insured against ? 

Discussing the extent to which prop- 
erty damage liability is needed for boiler, 
tanks and other pressure vessels Mr. 
Service said in part: “One of the out- 
standing accomplishments in conserya- 
tional work actually done by the cas- 
ualty companies is that in the steam- 
boiler and machinery fields. 

“It is generally conceded that the in- 
surance company’s inspection service is 
far more important than the insurance 
protection. This is borne out by the 
fact that between three and four times 
as large a part of the premium is paid 
cut for preventive activity, chiefly in the 
form of inspection, spent in the 
payment of losses. 

“Public liability coverage in a 
boiler or pressure vessel policy is some- 
times unnecessary if a general public 
liability policy is carried. It is essential, 
however, to watch the wording of a 
manufacturers’ public liability policy to 
make sure that the contract covers ‘all 
operations indirect to manufacture’ and 
the ‘such damage is not restricted to the 
premises of the assured’ clause.” 

As to insurance needed to cover 
operation of automobiles, trucks 
horse-drawn vehicles the speaker said in 
part: “In this kind of insurance we have 
the opportunity to exercise the judgment 
of one hard-headed business executive : 
‘Insure the unknown hazard—we can af- 
ford the known hazard ourselves.’” 

The speaker then opened up an inter- 
esting discussion on the question, “Is 
liability for infringement of patents a 
present-day hazard to be insured?” This 
subject, he said, was on the A.M.A. 
agenda so as to encourage insurance buy- 
ers to careful research and discovery of 
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Ee 
all possible liabilities and losses which 
may arise. “Whether such a risk is in- 


surable is a matter of 
he explained, “yet none of the risks com- 
monly insured today were always con- 
sidered insurable.” 


thoughtful study,” 


Sees Liability Hazards Decreasing 

Better prevention efforts and the de- 
crease of liability hazards in the future 
were predicted by Mr. Service in closing. 
He said in part: 

“In the next few yeats, because among 
other reasons the limitations of produc- 
will 


tion come to many _ industries 
through the N.R.A. codes, and larger 
taxes, management will be of even 


greater importance to success than it has 


been in the past. We shall all strive for 
a healthy business activity through the 
medium of the exchange of ideas, goods, 


services and labor. A simple elementary 


analysis of this business activity, reduces 
itself to trade between two individuals. 
You describe something you have or 


your firm has and you try to arouse my 
active desire for it. I resist. I hate to 
change the character of my resources, 
sc I must think it over. Yet upon that 
decision of mine hangs the acceleration 
of national business activity. 

“And that a successful busi- 
ness is merely a plan of success made in 
detail by men and lived up to by meth- 
ods. The efficiency of our methods of 
acquiring facts relating to our liability 
insurance problems, placing them at the 
disposal of insurance carriers and draw- 
ing proper inference from them  our- 

will result in prevention efforts 
the decrease of liability hazards 
These are an obvious necessity in a pe- 
riod where so many economic, legisla- 
tive or financial causes tend to raise the 
cost of insurance and where the public 


so it is 


selves 
and 


demands, and rightly so, maximum pro- 
tection for minimum expense. 
“We shall never entirely eliminate the 


liability hazard. Our permanent task is 
to confine it within boundaries that 
its effects will not jeopardize our entire 
business, keeping in mind always that 1t 
is the policyholders who make their own 
rates because the elimination or the 
tection of hazards has a direct bearing 
upon the cost of insurance protection.” 

H. L. Jamison, president, Richard L. 
Roberts, Inc. was the lead-off man on 
workmen’s compensation insurance the 
sccond day. His paper, in which he told 
why he favored a central audit bureau, 
is reviewed in another column. The 
round table conference that afternoon 
was led by L. H. Wiggers, Procter & 
Gamble Co. Among the many problems 
quietly discussed was “What is the easi- 
est way to avoid controversy and litiga- 
tion in the ? 


SO 


pro- 


settlement of claims ?” 


CHANGES IN NEWARK BRANCH 
F. R. Cameron From Ameri- 
* can Surety Home Office to Be Cas- 

ualty Sup’t There; R. E. Robson 
Gets Special Agent Duties 
who has been handling 
the Newark branch of 


IX. kK Kobson, 
underwriting in 


the American Surety and New York Cas- 
ualty, is now spending much of his time 
in the field a special agent handling 


casualty lines particularly. 

At the same time Freeland R. Cam- 
eron has been appointed superintendent 
of casualty insurance and will hereafter 
be in charge of underwriting these lines 
in the branch. For some time Mr. Cam- 
eron has had an important underwriting 
post in the home office. 


NEW FRENCH ACCIDENT CO. 
French Accident Insurane« 
the Carte Familiale with a 

250,000 frances, has been started 


\ new 
Company, 
capital of 
in Paris. 
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Reorganization Plan 
Wins Court Approval 
NATIONAL SURETY CO. NEW UNIT 


Van Schaick and Commissioners’ Com- 
mittee Agree to Absorbing of $45,- 
000,000 Securities by New 
Mestgage Co. 


A plan and serecmnent of reorganiza- 
tion, with respect to approximately $45,- 
(00,000 of real estate guaran- 
teed, or with collateral guaranteed by 
the National Surety Co., has been agreed 
upon by the New York Superintendent 
of Insurance and the protective commit- 
tee for bondholders, as well as being ap- 
proved by the insurance commissioners’ 
committee, according to a statement of 


securities 


the reorganization managers. This group 
includes Harvey D Gibson, president of 
Manufacturers Trust Co.; C. Prevost 


ae of Stein Bros. & slg and John 
Hannon, of Hannon & Evans. 

Whe plan includes provisions for the 
establishing of a new mortgage company 
and subsidiaries to take over all real es- 
tate securities guaranteed, or with col- 
lateral guaranteed, by the National Sure- 
ty Co. These new companies eventually 
will take over the mortgages and prop- 
erties which are collateral in the trust 
estates under the present indentures and 
will liquidate these assets and enforce 
and liquidate the rights and claims of 
the holders of the security against the 
National Surety Co., as guarantor, as 
well as any other rights and claims of 
the present holders. 

Separate Certificates For Each Issue 

Each holder of the outstanding securi- 
ties who accepts the plan will be entitled 
to receive participation certificates en- 
titling him to participate in the proceeds 
of his present collateral to the extent of 
his deposited securities, any cash 
payment made pursuant to the plan, with 
interest in most cases at the rate of 1% 
than the rate now payable on the 
securities to be deposited. 

The participation certificates will ‘be 
issued in series under a general inden- 
ture. There will be a separate series for 
each issue or series now outstanding for 
each mortgage company. 

The stock of the new mortgage com- 
pany will be held by the Superintendent 
of Insurance of New York, as rehabilita- 
tor of the National Surety Co., but will 
be placed in a voting trust, with no pay- 
ments of any kind to be made to the 
holders of the stock until the participa- 
tion certificates have been paid in full. 

Bondholder Protection Big Objective 

The objectives of the plan include uni- 
fied control; the reservation to each se- 
curity holder of the right to participate 
in the proceeds of his present collateral ; 
protection of all claims of the bondhold- 
ers; unified servicing of the mortgages 
and properties; rehabilitation of the 
properties and the orderly liquidation of 
the collateral. 


le SS 


le ss 


The mortgage companies whose real 
estate obligations are guaranteed by the 
National Surety Co., or have collateral 


so guaranteed, include the following: 
Home Mortgage Co. (formerly In- 
and Lumbermen’s Fi- 


American 
stalment Mortgage Co. 
Corp.); Amortization Mortgage Co.; 

Mortgage Co., Louisville; Central 
Funding Corp., Empire Bond & Mortgage Co.; 
Federal Home Investing Co. (formerly Federal 
Home Mortgage Co.); First Bond & Mortgage 
Co., Hartford; First Mortgage & Bond Co., 
Miami; Franklin Mortgage Co.; Title 
& Trust Corp.; Home Bond & Mortgage Co., 


nance 
Bankers 


Guaranty 


Investment Securities Co. of Texas; Investors 
Mortgage Co.; Meline Mortgage Co. (Meline 
Sond & Mortgage Co.); Mortgage Bond & 


Trust Co.; Mortgage Co. of Alabama; Mort- 
gage Guarantee Co. of America; Mortgage Se- 
curity Corp. of America; National Reserve 
Corp. (formerly Fidelity Mortgage Co.); Na- 
Title & Trust (National Mortgage Co.) ; 
Corp.; Title & Investment 
Mortgage Investment 
(formerly 


tional 
Southern Securities 
Co. of Md.; 
Co, (formerly 
West Virginia 


and Union 
Mortgage Co.) 
Discount Corp.). 


Union 
Mortgage & 
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U. S. Supreme Court Double Indemnity 
Decision Attracted Attention of A. & H. Men 


The recent double indemnity clause de- 
cision of the United States Supreme 
Court in the action by Alice Aschen- 
brenner against the United States F. & 
(. has attracted considerable attention 
in accident and health circles, indicating 
as it does how courts in various juris- 
dictions show a lack of legal harmony. 
It was the opinion of Justice Stone that 
a person standing on the train platform 
steps is a passenger within the meaning 
of the double indemnity clause of an ac- 
cident policy. The policy held by in- 
sured provided for double indemnity “if 
such injury is sustained by the insured 
(1) while a passenger in or upon a pub- 
lic conveyance including the platform, 
steps or running board thereof.” 

With railroad ticket purchased in ad- 
vance the insured arrived at the station 
platform just as the train started, and 
he jumped onto 4 lower step of a car 
as it was moving at about ten miles an 
hour. His hand g1 othe a the hand rail, 
he stood with both feet on the step while 
the train moved about twenty feet. But 
with a small part of his body or cloth- 


ing projecting beyond or outside the ves- 
tibule until it brushed against a by-stand- 
cr on the platform in a manner causing 


the insured to lose his hold and fall to 
his death. 
A judgincnt of the Federal District 


Court for Northern California upon a 
verdict for the plaintiff as beneficiary 
of the policy for the double indemnity, 


was reversed by the Ninth Circuit Court 
of Appeals, 65 F. (2d) 976. Certiorari 
was granted to resolve on alleged conflict 
of the decision below with those in other 
circuits. 

Reasoning of U. S. Supreme Court 

The United States Supreme Court, re- 
versing the judgment of the Circuit Court 
of Appeals, said that while it has often 
been recognized that the relationship of 
carrier and passenger may arise and the 
duty of the carrier to the passenger at- 
tach when the latter comes upon the sta- 
tion platform and before boarding the 
train, yet the negligence of a passenger 
in going into a known place of danger 
without the inducement or 
the carrier may bar his recovery 


for the 


invitation of 


resulting injury, even though the 
ver-carrier relationship has begun and 
continues. 

But the United States Supreme Court 
found it unnecessary to follow the nice- 
ties of legal reasoning and terminology 
applied in negligence suits against com- 


passen 


mon carriers, since it was interpreting a 
contract and was concerned only with 
the sense in which its words were used 


If its language was reasonably open to 
two constructions, that more favorable to 
the insured would be adopted; and un- 
less it was obvious that the words were 
intended to be used in their technical 
connotation they would be given the 
meaning that common speech imports. 


“We think the word ‘passenger’ cannot be re 
stricted to the technical 
the 


common or 


meaning which may be 


assigned to it by law of common carriers, 


for it also has a popular meaning 


would at least include the insured who, 


ticket in his 
train. In its 


which 


with a possession, was riding on 


the steps of the 
term, 


usual popular 


significance the when applied to one riding 


a train indicates a traveler, intending to be 


transported for hire or upon contract with the 


carrier, and distinguishes him from those em 


ployed to render service in connection with the 


journey. * * *° 


“That the stipulation to be construed is one 


(Continued on Page 38) 
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Round-the-World Trip Fascinating To 
Robert O’Gorman, Newark, N.J. Agent 


Gives Impressions of India and Far Eastern Countries; Chinese 
Fear of Devils Makes Them Poor Insurance Risks, 
He Thinks; Sees Japanese as Very Ambi- 


tious; Hawaiian Pleasures 


Four months of interesting adventure 
in all parts of the world were recently 
completed by Robert O’Gorman of 
O’Gorman & Young, prominent Newark 


agents. Although Mr. O’Gorman has 
made many European trips this is the 
first time he has made the ’round-the- 


world circuit. 

Discussing his impressions of the coun- 
trices he visited, he said he was most in- 
terested in India, where he spent ten 


street in Kobe Mr. O’Gorman would be 
stopped by a Japanese who would po- 
litely ask permission to walk along with 


him so that he could get some practice 
in speaking English. The Japanese fac- 
tories in Kobe are modern and _ sprin- 
klered—good insurance risks. Around 
Kobe they extend for miles and miles; 
in fact, Mr. O’Gorman said he had never 
seen a country where manufacturing is 


in such evidence. As an underwr-ter he 





Robert O’Gorman of Newark, N. J., riding in native vehicle in Hong Kong 


days, and in the Far East. In China 
he was amused by the fear of devils 
which seems to be prevalent among the 


Chinese, especially the untutored classes, 
and by their constant efforts to rid 
themselves of these undesirable spirits. 
Because of this fancied plague Mr. 


O’Gorman did not look upon the Chinese 
as good automobile insurance risks. He 
saw some of the natives deliberately get 
in the way of automobiles, then scuttle 
to safety, avoiding serious accidents by 
narrow margins. They did this in the 
belief that the evil spirit which dogged 
their steps was killed by the automobile 
whilst they escaped. After witnessing 
several such hair-breadth escapes it was 
Mr. O’Gorman’s conviction that the 
called devils which beset the Chinese are 
guardian angels. 

Peiping, in Mr. O’Gorman’s opinion, 
is one of the most colorful of all Chinese 
cities. He enjoyed very much the rick- 
sha trips which he took and was fasci- 
nated by the professional mourners hired 
at funerals to make great lamentation. 


sO- 


Hongkong impressed him as having the 
most beautiful harbor in the world. 
Shanghai he found a modern, cosmo- 


but Canton while interesting 
streets which are dirty 


politan city, 
has too narrow 
and crowded. 
Forward-Looking Japan 
Mr. O’Gorman’s first impression of 
Japan was that the Japanese are greatly 
influenced in their habits and outlook by 


Shintoism—that is, ancestor worship. 
Despite this he found Japan the most 
forward-looking nation in the Far East 


with its people thirsting for knowledge. 
For example, while walking along a 


wouldn’t be interested in the Japanese 


private homes, most of them being one- 
story, unpainted frame buildings. Some 
of them, however, have fire resistive 
roofs. 

In addition to being very ambitious, 
the Japanese are great imitators, partic- 
ularly of American customs. Their for- 
mal politeness, both within the family 
and to foreigners, embarrassed Mr. 
O’Gorman at times. But the Japanese 


love of birds and fish and their fondness 
for fine tapestries and colorful silks he 
could understand and appreciate since 
his is an aesthetic nature. 
Mother India 

Viewing his Indian experiences objec- 
tively Mr. O’Gorman saw _ everything 
from great wealth to abject poverty in 
his ten-day stay there. One minute 
thrilled by the splendor of the Taj Mahal 
at Agra, he was horrified the next to 
along the streets scantily dressed 
beggars, frequently with part of their 
bodies eaten away by leprosy or other 
incurable diseases. The long-haired “holy 
men” also intrigued him as did the young 
Indian mothers. In fact, almost every 
young girl seems to be a mother and 
yet she keeps on working with her babe 


see 


strapped around her body. A girl of 
twenty is considered by some to be too 
old to be very attractive. Truly, Mother 


India is all embracive. 
One of the most interesting stops made 


was at Ceylon, which has been rightly 
described as the “pearl-drop on India’s 
brow.” Its loveliness and grandeur made 


a deep impression on Mr. O’Gorman. As 
his steamer, the Empress of Britain, an- 
chored, a big army of little boats filled 
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| 40 Years With Phoenix of London 
\rriving home last week Mr. O’Gor- 
man was just in time for an office 
celebration, the occasion being his 
fortieth anniversary as agent of the 
Phoenix of London. In the old days 
he was known as the “boy agent of 
New Jersey,” having been licensed by 
special permission by the Phoenix be- 
fore he was 21. He feels very warmly 
attached to this company and has 
given it about two million dollars of 
business. 
A veteran traveler, Mr. 
| custom has been to make 
trip every other year, visiting partic- 
ularly in Italy, where his sister, Miss 
Agnes O’Gorman, has had villa in 
kome for the past twenty-five years. 
He has summered in Switzerland or 
at French coast resorts. 

One of the most prominent agents 
in Newark, the Newark Sunday Call 
wrote about him a while back that 
“hardly an affair in town would be 
complete without his presence.” He 
is one of the old Essex Troopers, 
served as an officer during the World 
War, broke many marksmanship ree 
ords at Sea Girt, and is a smart rider 
in military reviews. 

His firm, O’Gorman & Young, are 
general agents in Newark of the Hart- 
ford Accident & Indemnity, and are 
agents for about twenty fire insurance 
companies, 


O’Gorman’s 
a European 


with native salesmen—both men and 
women who are dressed alike—surround- 
cd it. The travelers were urged to buy 
pcarls, moonstones, sapphires and other 


novelties—in fact, were told that “here 
the most precious stones in the world can 
be bought ever so cheaply.” Mr. O’Gor- 
man’s hunch was that some of the jewel- 


ry must have been manufactured by 
American chain stores for foreign sale. 
He was told, however, that the world’s 


most famous pearl fisheries are around 
Ceylon. 


Elephants, it was noted, are the beasts 


of burden in India. Big, patient and 
quite intelligent, they do most of the 
heavy work and their strength is pro- 
digious 


\t Columbo, Ceylon, Mr. O’Gorman 
spent about half an hour with the agent 


of the Atlas Insurance Co., a pleasant 
cnough visit, he told The Eastern Un- 
derwriter, but he was somewhat disap- 
pointed when the Atlas agent did not 


introduc- 
Newark, 


enthusiasm at the 
the Atlas agent at 


more 
“Pm 
99 


show 
tion, 


Magnificent Bangkok; Worldly 


Singapore 


Stopping at the Malays, a new world 


of types and habits opened before Mr 
©’Gorman’s eyes. He was told about 
the Malay crocodiles who never die; 


about the card and dice tricks performed 


by natives for only a few coins. Then 
he viewed the rice fields flooded with 
water. A surprise awaited him at Sin- 
xapore, the most cosmopolitan of cities, 
where he expected to see “wine, women 
and song” life in full swine. Made up 
of nearly 300 different races, the city 


has fine office buildings and homes, good 
volf clubs and well-shaded streets. 
Bangkok in Siam is looked 
Mr. O’Gorman as the city of 
about 375 in all, magnificent in 
ance and beautifully colored. 
other things he visited the Royal Mu- 
seum and the snake farm. He was in- 
trigued by the lifelong habit of people 
living in boats called sampans, and he 
was told that many are born and die in 
them without ever going on land. 
\t Bali some of the natives 
aboard the boat. Apparently they had 
never visited a large boat before. They 
were filled with wonderment and admira 
tion, marveling at what to the Occidental 
mind are quite ordinary things. The next 
day, however, Mr. O’Gorman’s impression 
of the Balanese changed and as_ he 
watched them do a native dance, per- 
forming ever so gracefully on their knees, 


upon by 
temples, 
appcar- 
Among 


came 


May 18, 1934 





A.W. MARSHALL 
& CO. 





New Jersey Fire, Casualty, Auto., 
Marine & Life Agents 


31 Clinton St., Newark, N. J. 
Tel. Mitchell 2-0963-0964 


80 Maiden Lane, New York 
Tel. JOhn 4-3153 


it was his turn to be filled with wonder- 
ment and admiration. 
Honolulu a Garden Spot 
Homeward bound Mr. O’Gorman 


was 
thrilled by the reception which greeted 
him and his friends at Honolulu. To the 
accompaniment of sad Hawaiian music 


a troupe of pretty native girls came on 
board the boat and west s everyone 
with leis of flowers. That evening Mr. 
©’Gorman went to a “louow” or Hawai- 
ian dinner party in a private home where 
he was initiated into the mysteries of 
the island’s home cooking. He didn't 
care so much for poi, a substitute for 
bread, and liked still less mato, some- 
thing like an herb which is chewed by 
servants preparatory to. serving, then 
spit out and served to guests as a drink. 
Other itcms on the menu were roast pig, 
salad with raw fish, which, he says, he 
wished he had not eaten. 

The next day came the Waikiki Beach 
spree where one of the chief sports is 
surf board riding at a speed of twenty- 
five or more miles an hour. Mr. O’Gor- 
man took an interesting trip in a canoe 
hollowed out of tree trunks. 

\rriving at San Francisco he spent a 


few weeks visiting insurance friends 
there. His next stop was at the Grand 
Canyon and from there he flew the rest 
of the way home Newark in a trans- 
continental airplane, which experience 
was as thrilling as any he had in the 
Far East. 


CANDIDATE FOR N. J. ASSEMBLY 

Max Mayer, Ocean Accident borough 
agent in New York, has been nominated 
for the New Jersey Assembly from Mid- 
dlesex County on the Republican ticket. 
Active in state politics, Mr. Mayer has 
been police recorder at Laurence Har- 
bor, where he lives, for the past two 
years. 

HONOR HERMAN WEINIGER 

In celebration of Herman Weiniger’s 
third anniversary as manager of the New 
Jersey district of the Continental Casual- 
ty’s disability division, fifty agents in 
New Jersey gave him a reception re- 
cently in the company’s Federal Trust 
Building offices in Newark. The speak- 
ers included Walter Foster, Montclair, 
and Benjamin Kubrick of Newark, both 
district managers. 


Double Indemnity 


from Page 37) 
calls 4. no different con- 


(Continued 
indemnity 
The 


tions exempting the 


for double 


* # contains no 


policy excep 
insurer from liability if the 
negligence of the 
accidents occurring 
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clusion. 
caused by insured, 
or restricting the liability to 
only after a point of safety 
and the 
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Nothing in the 
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in any 


injury is 
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against may 
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nar 
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injury insured 


policy 
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any other, 


clause are more 
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